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1. Store rubber footwear stocks away from light, 
high temperature and moving air. A dark, cool 
area is most desirable. Avoid extended periods of 


rubber footwear display in sunny windows. 


2. Rubbers wear from the inside, too. Therefore, 
perfect fit is important. Don’t force too large a 
heel into too small a heel seat. Don’t fit wide- 


flanged shoes in too narrow rubbers. 


3. Suggest to your customers the purchase of low 
cut rubbers instead of galoshes, if rubbers will 
serve their needs. More rubber is required to man- 


ufacture a galosh than a rubber. 


4, When fitting growing children’s rubber foot- 
wear, suggest it from one-half size to one full size 
larger than actually needed so that it will not be 
outgrown quickly. Avoid however, oversizes too 
great, which might cause rubbers to pull off and 


become lost. 


5. Advise your customers to wash their rubber 
footwear thoroughly after each period of usage, 


if it comes in contact with oils, fats or petroleum. 


6. Tell your customers to store their rubber foor- 


wear in dark, cool areas. 

















to the interests of fashion-conscious, 
able-to-buy Vitality prospects. 

The fall campaign opens in the 
August issue of Mademoiselle . . . fol- 
lowed by insertions in Life, Ladies’ 


T’s just what the doctor ordered— 
I a “blessed event” that’s bound to 
make millions of women everywhere 
sit up and take notice. For Vitality’s 
new “baby” is a brand-new, grand, 





new advertising campaign in impor- 
tant national magazines. 

It’s a powerful program based up- 
on a distinctive new theme keyed 


Home Journal, Vogue, Harper’s Bazaar, 
and Good Housekeeping. 

So cash in by tying in—and “Go 
places with Vitality Shoes”! 


* 7 
HELP UNCLE SAM! 4b, MADE BY 
Buy United States AMERICA’S LARGEST 
War Savings Bonds ? 
ond Giange SHOEMAKERS 


5 SHOES 


CHILDREN'S 
Complete widths and sizes 
Priced according to size 
$2.50 to $5.50 


VITAPOISE 
Feature Shoes for Children 
Priced according to size 
$3.50 and up 


VITALITY OPEN ROAD SHOES 
for Outdoor and 
Campus Wear 
$5.50 and $6.00 


WOMEN'S 
AAAAA to EEE 
Sizes 2 to 11 
$6.95 


VITALITY SHOE COMPANY — Division of International Shoe Co. — ST. LOUIS, MO. 
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Sturdy White Bucko Calf is earning its rating in dress shoes 
for the Navy . . . in dress and service shoes for American 
Nurses. Cool, easy to clean (use sand paper 00 and any 
good white cleaner ), it keeps its fresh, new look even after 


months and months of wear. Ideal for comfort, too. 


The demand is for quality leathers. This puts BUCKO 
CALF in line with the leaders. Swatches of next season’s 
colors will be sent you promptly upon request. 


HUNT-RANKIN LEATHER COMPANY 


106 BEACH STREET, BOSTON, MASSACHUSETTS 
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Three additions 
to the BALL-BAND 


Summerette line. 


A Logical fomotion— 
ae * hea for tab / 


BALL-BAND Fabric Footwear — trim fitting, good looking, 
and practical —has, through a period of years, proved that 
it is desirable, salable, profitable footwear—and it repeats. 
What could be more logical than a fall promotion of fabric 
shoes based on this popularity? 


For school, for home, for street, for leisure, too, these new 
and up-to-the-minute fabric shoes are especially adapted for 
Fall selling. In addition to these every day uses, thousands 
of young women are now working in war plants. They want 
comfortable, and economical footwear. And they want it 
to be smart, too. These fabric styles fill this new demand. 
They’re exactly the thing for wear with slacks or coveralls 
on the job. 


“P Ss SAAS 


LISBON 


Open Toe 
— —_ They’re in browns and blues — favorite colors for Fall; finely- 


Navy Blue with Red Trim woven duck uppers that look right and stay right; leather 
$1.95* trim; steel shank; platform type, leather soles; scoop-wedge 
style 10/8 covered wood heel. 


Write today to 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 WATER STREET + MISHAWAKA, INDIANA 


Reg. in U.S. Pat. Office 190! 


ALL-BAND 


OOTWEAR 


“Less usual discounts. 
Subject to change without notice. 





THE LAST, foundation of shoe line and form, 
is a determining factor in the interpretation 
of style. At the United Last Company’s New 
York Style Studio, an experienced staff keeps 
alert to the trends in shoe styling so that 
United last service to the shoe industry can 
be constantly up to the minute. 


What are the latest style indicators? 
From the heart of the nation’s shoe style 
center, veteran Bill Burger reviews to- 
day's fast moving events, notes changes 
which may affect last and shoe design. 
Many shoe men seeking guidance in the 
decisions before them find his 38 years 
of practical experience in the last and 
shoe industry give valuable support to 
his views. 


What heel heights are going to head 
the list? How are upper patterns be- 
ing affected? Between trips into the 
field, Lloyd Brown (BROWNIE) finds 
these and a dozen more questions on 
the lips of shoe men visiting New York. 
His answers, based on a keen obser- 
vation of current style demands, are 
full of timely, useful style information, 


On your next visit to New 

York make a call at the Style 

Studio, Room 503 Marbridge 

Building . . . you will find it 

worth while. The number of UNITED LAST COMPANY 
visitors to the Style Studio 140 FEDERA REET, BOSTON, MASS 

has increased substantially 

each year since 1939 when 

this advisory and last styling 

service was instituted. 
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THIS HEEL 
@ 


@ Pictured here is Goodyear’s 


. “wartime heel.” 


Like all other heels today, it is 
‘made of Regenerated Rubber 
—to comply with Government 
regulations. 


Unlike some other heels, how- 
ever, this one is made only from 
stocks regenerated in Good- 
year’s own plant. 


This quality-control assures the 
best possible rubber products 


under today’s conditions. 


So, the shoes you make can 
still be plussed by the best 
rubber heels now obtain- 


able. 


And the sales appeal of those 
shoes can Still be plussed by 


the greatest name in rubber. 


FOR DEFENSE WORKERS a 
Goodyear is now making oe con- Qrmiyi) i }47 7-1: 


ductive rubber heels for men’s and 
women’s shoes. They are used by em- 
ployes in munitions plants and other war a E E L S 
industries to eliminate the danger of ex- 
plosions caused by electric static sparks. 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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\...a growing market 
Hy a for your shoes that offer 
meee the beauty and utility of 


liallusts Vomino lulf 


In every walk of life 
a growing army of 
women is marching 
to take its place in the great machine that is 
America at War ... These active women 
make new demands on feminine footwear. 
They must have sturdy shoes. And they 
still demand beauty. Which is another way 
of saying — Domino Calf. This rich, flaw- 
less, chrome-fanned leather — a longtime 
favorite of both men and women — is a 


leather for today. It takes either a bright 
or dull satin finish . . . To meet the needs 
of your customers today—and to hold their 
business — feature Domino Calf numbers, 
shoes you can be proud to offer. Order 
from the catalogs of leading manufacturers. 


A. F.Gallun & Sons Corporation, ss. 
Milwaukee, Wisconsin. pa) 


Norwegian Calf hand-boarded grain x Cretan Calf smooth but not glazed % Eskimo Calf water-resistant 
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This Autumn’s whirl of 
activities demands foot- 


wear of live lines for 


the day-long action 


clothes. 


3378-3 WHIRL 
Navy Elaste Calf—Liberty Red Trim 


Topline Treatment—U. S. Pat. #2,240,816 
141 Last 22/8 Heel 


. . . . JEFFERSON CITY, MISSOURI 
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BARE legs are patriotic. At least 
that’s what the girls who have at- 
tractive “stems” say about it. We 
took a look out of our Outlook 
Window at the early morning 
crowd that comes from the Grand 
Central trains, the subways and the 
elevated. Most of the crowds at that 
time are on their way to work in 
the tall buildings in mid-town. 


There are a lot of smart young busi- 
ness women, pertly and expertly 
dressed. So large a proportion of 
the crowd is feminine that we 
thought we would go down to the 
corner and get a close-up of their 
feetwear. 

We would say that one-out-of- 
every-three-women coming to work 
are barelegged. We'll qualify it by 
saying—one out of every three 
“young” women because, somehow, 
only youth can be extreme. 

While we stood at the corner, 
along came two of Fifth Avenue’s 
hig shoe men. So the three of us 
paused and out of our chat came 
this observation: If this barelegged 
craze continues, it is going to give 
many a shoe iman a headache. First, 
to get the low foot socks that women 
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need to wear within their shoes in 
lieu of full length stockings—be- 
cause delivery dates from the few 
factories now making them are 
seven to ten weeks away. Second— 
what to do when a girl comes into 
the store and wants to be fitted to 
a pair of shoes—barefooted. Thus 
divides itself into two problems— 
first, the difficulty of getting the 
shoe onto the bare foot and second, 
the hygienic problem that is de- 
veloped because, after all, not every 
time is the sale made on the first 
shoe tried on. Also, the public is so 
conscious of the transmitting of ath- 


“lete’s foot and other skin irritations 


that there is a menace to the situa- 
tion. 





So the buyers went on their way 
and we returned to our Outlook 
Window to study this thing a bit 
further. Every difficulty precedes 
an opportunity. So we called up 
Roy Tilles, president of the Gotham 
Silk Hosiery Company. He, as you 
may remember, was once a shoe 
buyer in St. Louis. We told him 
the problem and asked whether or 
no it would be possible to get a 
hose lining into a shoe (as part of 


the final sales item) and whether it 
is feasible to have it in some way 
removable, so that it could be 
washed and cleansed or another 
pair inserted. He was intrigued 
with the subject and promised to 
experiment further. 

Then we called Morris Delman 
of Delman’s on the telephone and 
said: “You guys like tough prob- 


PUT THESE OF YouR (— 
TOOTSHES - FIRS 
_— 





lems. Here’s one. There is a defi- 
nite need for a removable shoe sock, 
one that is concealed within the 
shoe and one that covers the en- 
tire wall and insole area within the 
shoe—something that can be re- 
moved.” Well, his thinking went 
down the line to the possibility of 
putting the demi-sock on the last 
for relasting, after the shoe is fin- 
ished, with some adhesive on the 
outside of the sock to make it stick 
to the inside of the shoe. 

We hope you are interested in 
our brand of thinking this morning. 
At least it gave us a mid-Summer 
mental excursion into the possibili- 
ties of the future. So we stepped 
along the line and visualized these 
shoes on the market and being sold 
over the fitting stool. The customer 
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who buys the shoe, before the month 
is out, needs to change the sock 
therein. What to do then? Well, we 
thought of having the customer buy 
half dozen pairs of shoe socks and 
the Fairy Form as well, that form 
being not only a good shoe tree but 
a means for relasting the shoe and 
reinserting the silk or nylon hoselet. 
Either the customer could do it 
with a little adhesive supplied by 
the store or the customer could go 
back to the store for this extra 
service. 

So there we leave you, totally in- 
volved in the ball of string we have 
started by looking out the Outlook 
Window. Maybe you can unravel 
some of it. Meanwhile, it wouldn’t 
hurt to have a few dozen pairs of 
these short hose in your store to 
put on girls’ feet, when they come 
in for barefoot fitting. It’s a little 
precautionary service—as you can 
well see. 





COL. CHARLES T. CAHILL, in 
the fullness of his years—straight, 
erect and in reasonable health—re- 
tires from the United Shoe Machin- 
ery Corporation after a business 
life of 42 years as publicity direc- 
tor. Col. Cahill has friendships in 
every State of the Union, for in this 
long span of useful life, he has lec- 
tured and talked the story of shoes 
and shoemaking at conventions, ex- 
positions, world fairs and in public 
schools . . . everyhere, in fact, where 
the romance of shoes could be told. 
It’s good, therefore, to feel that such 
a useful career has its pleasant re- 
wards. 

His business life goes back to his 
early days in Lowell, Mass., when 
Charlie Cahill was in charge of ad- 
vertising for White Brothers and 
made famous the name Box and 
Willow Calf. He was in the leather 
field until 1900, when he came to 
the U.S.M.C. 

Other activities helped fill his life 
with interest. He served in the State 
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TOMORROW, WHAT? 





—Nostradamus, famous French as- 
trologer of the 16th Century, 
made astounding prophecies, in 
verse, of what would happen in 
the centuries ahead. 


—And his uncanny predictions of 
momentous world events and in- 
dividuals, even up to and beyond 
der Fuehrer, have made men 


think. 


—And now comes to my desk an in- 
scription from a tombstone in 
Kirby Cemetery, Essex, England, 
which reads thusly: 

“When Pictures look alive With Move- 
ments Free 
When ships like Fishes Swim beneath 
e Sea 
When men outstripping Birds Shall 


scan the Sky 
Then half the World Drenched in 


Blood Shall Lie! 
—Year 1440— 


—If some Seventh Son of a Seventh 
Son should give us a preview of 
what's ahead of us for the next 
several centuries, I'm wondering 
if it would be pleasant reading. 


—But what has Posterity ever done 
for me anyway! 


£06 Teen 


President 





Guard; then was a Reserve Officer 
in the regular Army, serving in the 
Mexican Campaign and then in the 
Quartermaster’s Department in one 
of the Southern cantonments during 
the first World War. He has been 
Captain of the Ancient and Honour- 
able Artillery Company and is a 
32nd degree Mason. At present he 
is military-aide to Governor Salton- 
stall of Massachusetts. He has 
served as Director of the New Eng- 
land Shoe and Leather Association 
since 1925 and will, in all probabil- 
ity, continue. 

These have been interesting years 
for Col. Cahill and we all join in 


wishing him many more. 


LESTER PINCUS swept around 
the grand circuit of retailing, cov- 
ering various shows and returns 
with a very profitable observation. 
He found out that in many of the ~ 
war work areas women who work 
in the mills and factories and wear 
work togs just like the men in the 
plant are pretty fed up at the end 
of the day with resembling the mas- 
culine counterpart of their job. So, 
to get away from it all, they found 
a real escape in utmost femininity 
—light, soft, pretty things to wear 
arid pert looking shoes, particu- 
larly wedges, to go with these soft 
glothes. What’s more, they have 
money and the change is good for 
them and even good for their war 
work because they come back 
brighter, fresher and more inter- 
ested in the day’s work at the 
bench. 

American women are that way. 
That’s the reason why pretty shoes 
play a part in the scheme of things. 





QWEN W. METZGER of Wether- 
hold & Metzger, Allentown, Pa., 
says: | 

“After reveiwing the Boot AND 
SHOE REcorpvER’s ‘Shoes and Leath- 
er in the Nation’s Service,’ we could 
sum up the entire program. briefly 
and say that the shoe industry as a 
whole deserves a carload of orchids 
for making good shoes for Victory, 
for the Defense Army and for the 
Civilian Defense Army. 

“Unfortunate indeed, that it is 
not possible to have the Boot AND 
SHoe Recorper of July 4th in the 
hands of soldiers at the front and 
the Civilian soldiers at the home 
front. 

“I know too, that the soldiers 
who are serving so faithfully and 
unselfishly in Washington, in the 
Shoe and Leather Section, deserve 
the industry’s grateful appreciation 
for their farsighted vision to build 
a shoe and leather framework to 
serve well the Army, the Navy and 
Civilians.” 
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A FREE pair—every hundred—is 
the premium that Fred Astaire gets 
for being the world champion “shoe 
wearer outer.” Ted Gill writes from 
Hollywood: 

“In ‘HOLIDAY INN,’ Fred 
Astaire wore out a new pair of shoes 
that cost him nothing. For years 
Fred has been getting his footwear 





made at one little shop and the 
hundredth pair is always ‘on the 
house.’ So when he gets a pair 
gratis, he knows he’s busted an- 
other hundred. 

“This latest picture, in which he 
gives eight dance routines, brings 
his score up to 600 pairs. It always 
has mystified Astaire a little how 
he manages to burn up so much 
shoe leather and why three or four 
closets in his house are so stuffed 
with shoes he can hardly close their 
doors. 

“But it mystifies nobody who 
works with him in pictures where 
he dances all over the place. He 
spends three months, several hours 
a day, rehearsing the steps; two 
months dancing them out for the 
camera, and another couple of 
weeks stepping a little more, just 
so the sound track microphones will 


be sure to record every tap.” 
* a * 


“W OOD-HANDLED handbagsto go 
with the wood-soled shoes . . . the 
materials to match and the trim- 
mings to be stained in their har- 
monizing shades . . . that’s part of 
the affinity of merchandise and the 
friendly family spirit of the people 
who handle it,” says Sanford (San- 
dy) Shore. . 

He is now on his own in a big 
way. You may remember him as 
having been one of the owners of 
Elanbee, Inc., Handbags, which was 
liquidated. His new firm Shore- 
Craft Incorporated has no connec- 
tions with any other company or 
member of the old firm. Sandy 
Shore operates consignment hand- 
bag departments, specializing in 
shoe stores all over the country. He 
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makes his tie-up with the newest 
things in shoes. No sooner had 
wooden soled shoes appeared but 
he had wood-handled bags to go 
with them. That’s the speed and 
harmony that comes in the tie-up of 


shoes and accessories. 
* * - 


CHARLES H. BABER, managing 
director of Finley & Baber, Man- 
chester, England, writes: 

“We have not yet been compelled 
to buy utility footwear, but the time 
is drawing close when we shall have 
to. Trade generally is remarkable, 
and stores that have, and can get 
stocks, are doing an increased busi- 
ness; and I happen to be one of 
them. Of course, our staff is getting 
smaller, and I have had to put one 
of my girls in the Men’s Depart- 
ment. This has proved quite a suc- 
cess. 

“We have had no further trouble 
from air raids since May, 1941, 
but you never know when we may 


get another visit.” 
a - + 


LEG make-up is a poor substitute 
for silk or nylon hose but with a 
war on and the freezing order com- 
mandeering all silk hose in the 
hands of buyers, with minor excep- 
tions (WPB order M-182) the silk 
is to be reclaimed for war purposes. 


With the limitation of the chemicals 
that can be used in cosmetics on the 
other hand, there is even a possi- 
bility that raw legs will be the ulti- 
mate in naturalness. 

As it is now, the cosmetic indus- 
try is getting an extra, extra busi- 
ness through leg powders, leg make- 
ups and all sorts of things to give 
the illusion of stockings. It’s an 


Wh 


amazing thing to See the sombre ef- 
fects that some of the legs get. The 
evident intent of the girl is to get 
a sunburn effect but the final 
achievement is generally a mottled 
mulatto. Some shoe stores now sell 
the “leg paint” together with a pen- 
cil to draw a simulated stocking 
seam. 

Make no mistake about it. The 
first real shortage to hit the shoe 
stores is hosiery. The alternate sell- 
ing items thereof are those little toe 
and heel protectors concealed with- 
in the shoe, the leg paint, stains, 
etc. 

This certainly is a changing re- 
tail shoe world—you've got to keep 
pace with it. 
































* Washington Newsreel » 


FURTHER tightening up on the use of sole leather of 
military weight and quality has been decreed by WPB. 
Such leather may now be used only in shoes or repair 
leather purchased for specified m_litary purposes. 
Clamping the lid down another notch was accomplished 
by WPB Amendment No. 2 to Order M-80 which set 
aside sole leather of military weight and quality for 
defense orders. 

Originally the order permitted any person with an 
A-10 preference rating or better to purchase such 
leather. The amendment, issued_on July 20, restricts 
the sale, delivery or processing of any cut outer or 
inner soles of military weight and quality from manuv- 
facturers’ type leather to the following uses: 

1. United States Army, excluding Post Exchanges. 

2. United States Navy, excluding ships’ stores or 
commissaries. 

3. United States Maritime Commission, the War 
Shipping Administration, the Panama Canal, the Coast 
and Geodetic Survey, the Coast Guard, the Selective 
Service, the Civil Aeronautics Administration, the Na- 
tional Advisory Committee for Aeronautics, the Office 
of Scientific Research and Development, Defense Sup- 
plies Corp., and Metals Reserve Co. 

4. The Governments of Belgium, China, Czecho- 
slovakia, Free France, Greece, Iceland, Netherlands, 
Norway, Poland, Russia, Turkey, United Kingdom, 
including the Dominions, Crown Colonies, and Pro- 
tectorates, and Yugoslavia. 

Specified weights and grades of sole leather of No. 1 
scratch and up are defined as military weight and 
quality, of which all stocks and production must be 
set aside to meet military and Lend-Lease requirements. 

* * * 
APPLICATIONS by tanners, processors and contrac- 
tors for permission to buy cattle hides during July, 
1942, must have been filed with the War Production 
Board by July 25, 1942. Applications in subsequent 
months must be filed by the 10th of each month. 

These dates were fixed in Supplementary Order 
M-194-a issued last week. 

The original order, issued July 3, 1942, established 
control of the entire supply of domestic cattle hides, 
calf and kip skins, and buffalo hides. The order re- 
quires a tanner, processor or contractor to file appli- 
cation with WPB for authority to purchase hides, the 
application stating the classes, selection, and weights 
of hides desired, and the use to be made of such hides. 
This supplementary order merely fixes dates by which 
such applications must be filed. 


aa aa * 


ABOUT 100 tons of rubber a month are expected to 
be saved as the result of changes ordered by WPB’s 


12 


Director General for Operations in specifications for 
rubber footwear. These changes were made as a part 
of a program for further conservation of rubber by 
more stringent specifications for a long list of civilian 
products. The changes were made by two amendments 
to Order M-15-b-1, with the expectation of saving 400 
to 500 tons of rubber each month. 


a * * 


THE same number of pairs of rubber footwear will be 
manufactured on the changed specifications as were 
made under the old specifications. The changes, effec- 
tive July 21, provide that all rubber footwear. shall be 
manufactured in black color only. No crude rubber 
shall be used for label plasters. 


- * 


PRODUCTION of civilian footwear shall be confined 
to the following items and the average amount of crude 
rubber per pair used in the manufacture of each item 
shall not be greater than the indicated maximum weight 
of crude rubber per pair: 
Item 
Men’s short boot (14 in. height, square top) 
Men’s 4-buckle cloth farm-weight arctic 
Men’s 4-buckle cloth lightweight arctic 
Boys’ 3-buckle cloth lightweight arctic... . 
Youths’ 3-buckle cloth lightweight arctic 
Women’s 2-snap gaiter (rubber) 
Misses’ 2-snap gaiter (rubber) 
Child’s 2-snap gaiter (rubber) 
Men’s work rubber 
Men’s dress rubber (soft back) 
Men’s clog ..... 
Boys’ dress rubber (soft back) 
Youths’ sterm rubber 
Women’s toe rubber 
Growing girls’ storm and women’s over (maxi- 
mum. 16/8 heel) 
Misses’ storm rubber 
Child’s storm rubber 
[TURN TO PAGE 29, PLEASE] 
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IN HIS FATHER'S FOOTSTEPS 


Pvt. Charles L. Chennault may be the son of famous 
Brig. Gen. Claire L. Chennault, commander of the “Flying 
Tigers," American Volunteer Group in China, but his shoes 
must pass inspection along with those of other recruits at 
Keesler Field, Miss., the country's greatest Army Air 
Forces Technical School. Private Chennault, the fifth of 
the general's six sons to enter the armed forces, wants to 
join his father os a flier, but expects to take the airplane 
mechanics’ course at Keesler Field first. 

(Photo by U. 8. Army Atr Forces Technical Training Commend) 
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Promote Men’s Shoes 
For Work and Business 


_ 


NATIONAL MEN'S SHOE WEEK, SEPTEMBER 12TH TO 19TH, AFFORDS 


A DOUBLE-BARRELLED OPPORTUNITY TO GIVE FALL BUSINESS A GOOD 


SEND-OFF, WHILE STRESSING THE NEED OF QUALITY AND SERVICE. 


“KEEP ’EM FIT,” the short but significant slogan for 
National Men’s Shoe Week, 1942, offers opportunities 
for the ingenious display man to dramatize the idea of 
wearing shoes to fit one’s job as well as one’s feet in this 
important promotion. 

Stores handling work shoes will be interested to note 
that this year’s Men’s Shoe Week poster was designed 
for them as well as for those specializing exclusively in 
dress types. It shows two men, one in overalls and the 
other in a business suit. If. you have the better grades 
of work shoes this copy from an ad by Mandel Bros., 
Chicago, may suggest an angle: “On your feet all day 
in a defense job? All the more reason why you need 
work shoes made with the same care as your street 
shoes. Look for rigid steel shanks, cushion arch sup- 
ports and heel cushions, and soft flexible, but durable 
upper leathers.” Certain stores will also need to give 
special thought to making the war worker who comes 
in in overalls, feel at home, especially when the store 
has a “high priced” reputation. Bullock’s; of Los An- 
geles, also gave particular emphasis among employees 
of that swank store to the fact that the man who comes 
in in work clothes should be treated with utmost 
courtesy, and every effort made to overcome any self- 
consciousness on his part. 

If you do not sell work shoes, you can sell the worker 
the better grades of street shoes, emphasizing the need 
to buy better shoes that will last longer. You can also 
stress shoes for professional and clerical workers better 
adapted to their air raid or other C.D. duties than their 
customary light shoes, and you can counsel your cus- 
tomers to select shoes that will keep their wardrobes 
well balanced. Just what you do depends upon your 
location and conditions—whether you have military, 
defense and “regular” civilian. customers, or only some 
of these groups. Whatever the set-up, promotions must 
consider the government’s urge to “buy only what you 
need—take care of what you have.” 

Obviously the appeal must be from the patriotic 
angle, begause a prediction of future shortages as a 
buying urge would have the wrong effect—CONSER- 
VATION must extend clear to our promotional thinking 
and SERVICE TO CUSTOMERS must enter into all 
our display and advertising plans. 


August |, 1942 


Asa specially useful customer service we suggest the 
Fall Shoe Selector—placing various shoes on panels or 
shelves with a descriptive card for each that tells the 
construction and materials of the shoe together with its 
“best use.” Such displays will not only aid the cus- 
tomers but will be extremely valuable in helping new 
or part time salespeople in selling. No other way can 
you give customers expert advice so acceptably, quickly 
and economically. 

Another good window idea is that of photographs of 
workers (groups or singly) from local plants enlarged 
and used as a background. In using pictures of in- 
dividuals, be sure to get signed releases. The window 
suggested would cover the entire local set-up pictorially, 
and should arouse much interest. 


FOR all the displays we suggest using patriotic colors 
to blend with the patriotic theme, with some fall leaves 
to give seasonal atmosphere. However, it is possible 
to use the orange and brown on a tan ground as in 
previous years, adding the patriotic colors in effective 
aecents, but this would be more difficult. 

Be sure your store interior is dressed up to prevent 
the letdown that is sure to follow if the customer comes 
into “the same old store” after expectations of “some- 
thing special” have been built up by advertising and 
window displays. Whatever kind of decorative theme 
you may develop be sure to carry a tie-up idea through 
ads, windows and in-store displays, such as a shield 
carrying the words “National Men’s Shoe Week,” or 
some other easily prepared motif. The poster design 
shown on the opposite page can be reproduced as an 
effective design to use both in ads and windows. 

In a near-future article will be included ideas and 
suggestions for newspaper releases and advertising to 
round out your campaign. In the meantime, in addition 
te completing your own display plans, get in touch with 
your fellow merchants and arrange a good COOPERA- 
TIVE PROGRAM for National Men’s Shoe Week. Co- 
operative promotions and programs have been so gen- 
erally used and so uniformly successful that urging that 
you get together for this event should not be necessary 
—you'll do it because you know it benefits all of you. 
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PLENTY 
OF STYLE 


Top to bottom—Plain toe seamless blucher 
with butted lacestay and heavy welted sole, 
Florsheim; jodhpur buckle strap oxford has 

vamp overlaying quarter, Roblee; tan Nor- 
wegian moccasin blucher with overlay fox- 

ing and black rubber heel, E. T. Wright; 
flat seam moccasin pattern, simplified by 
stitched instead of separate collar on 
quarter, Curtis; moccasin blucher ox- 
ford with overlay quarter foxing and 
composition mid-sole, Stetson; one- 
piece vamp is crimped and stitched 
to imitate meccasin seam on this 
blucher oxford. Stitching simu- 
lates foxing on quarter. Win- 
throp; plain toe blucher with 
stitched tip and hand-butted 
lacestay, Heywood. 







FROM PLAIN TOE TO HEAVY 
BROGUE, MEN'S SHOES FOR 
FALL ARE KEYED TO PRESENT 
FASHION DEMANDS AND NO SPE- 
CIAL SELLING PROBLEMS ARE PRE- 
SENTED BY THE FEW ECONOMIES 
MADE NECESSARY BECAUSE OF MA- 
TERIAL SHORTAGES 
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Bottom to top—Heavy-welted Scotch grain 
blucher with stitched tip and underlaid lace- 
stay, E. E. Taylor; full quarter, straight tip 
bal oxford with perforations and stitching 
to simulate foxing, Jarman; a straight tip, 
medallion-perforated version of the well 
known Peel oxford, Heywood; straight 

tip bal oxford of a rich Burgundy 
cordovan with built up sole, Stacy- 
Adams; straight tip blucher oxford 
with quarter foxing extended to lace- 
stay, E. E. Taylor; rich brown wing 
tip blucher brogue with built up 
sole, Nunn-Bush ; cordovan brogue 
pattern with simulated wing tip 
carried out by heavy stitching. 
Vamp and quarter foxing are 

“as usual,” Bates. 








NATIONAL MEN'S SHOE WEEK, 
SEPTEMBER 12-19, TAKES ON 
ADDED IMPORTANCE THIS YEAR 

AS AMERICA TAKES TO ITS FEET. 
IT SHOULD BE APPROACHED WITH 
THE ONE IDEA—THE BEST INTEREST 
OF THE CUSTOMER WITH EMPHASIS 
ON PROPER FIT AND COMFORT 

















FASHION 
SHORTS... 





N. S. R. A. BOOK MEETS WARTIME NEEDS 
WaR conditions make the new N. S. R. A. Color Co- 


ordination book, “Fashion arid Footwear,” for Fall and 
Winter 1942-43 more important to retailers than in 
any previous season. Contrasted with the book of a 
year ago, the presentation shows changes in the num- 
ber of charts, reduced from 17 to 16; the omission of 
a special page of Fall promotions and the reduction of 
the number of shoe colors from four to three on each 
chart. It is noteworthy that these three colors in every 
case are officially accepted colors, only. 

Every chart contains as well two suggested costume 
fabrics and colors, one hosiery swatch and colors and 
materials for two of the three following . . . millinery, 
gloves and cosmetics. The hosiery swatches offer an 
interesting variety of yarns, a number of which will 
probably not be available as the season develops. The 
types of costumes covered differ somewhat from last 
year. They are as follows: Correct Shoes for Women 
in Uniform; Slacks; Back-to-School coordinated with 
green and red costumes; Back-to-School coordinated 
with blue and yellow; Travel or Sports with undyed 
ready-to-wear fabrics; Travel or Sports with blue and 
brown costumes; City-Country in four charts coordi- 
nated with costumes in green, red, royal blue and 
black; Town Fashions in three parts, with dark green, 
with brown and with black; Afternoon with plum and 
rose; two Evening charts, coordinated with royal and 
chartreuse and with pink and black. 

Interesting points to note: 1. The discussion on brown 
and black shoes for wear with uniforms; 2. The contin- 
ued emphasis on high polishes and antiquing; 3. The 
fashion importance of black for casual shoes and. . . 
along with dark colors . . . as an accent with natural 


Wood is having its day in many wartime uses for 
women’s clothing. Used in place of sole leather it 
makes a neat and attractive tie-up with wooden bag 
frames. The sole shown here is typical of many. The 
curved heel adds grace. The bag, of black faille with 
mahogany stained frame, is from Shore-Craft. 


color or pastel dresses; 4. The importance of antiqued 
Turuftan for back-to-school styles, because of its trim 
military look; 5. The emphasis on a greyed or taupe 
shade of brown as the best-selling brown shade and 
the importance of brown in ready-to-wear this Fall; 
6. Number one position of black for the formal town 
coat and the black shoe to go with it; 7. The need for 
“don’t dress” shoes; 8. The great importance of very 
exotic shoes on high heels and thick clog soles for dress. 


NEW SHOE UPPER MATERIAL AVAILABLE 


STAIN proof and possessing unusual tensile strength, 
Velon, a new product of the Firestone Tire and Rubber 
Company, offers interesting possibilities for shoe and 
bag manufacturers. Its tensile strength is comparable 
to medium carbon steel of the same gauge, according 
to its makers. It is so strong that it requires no back- 
ing, they say. This same tensile strength gives it un- 
usual durability so that it does not grow shabby with 
use. 

Velon is so non-absorbent' that it cannot be stained 
by fruit juices, alcohol, coffee or acids. When any one 
of these liquids is spilled on it, soap and water will 
wash it off. Since it cannot be dyed, printed or lac- 
quered, Velon will not bleed or fade under any condi- 
tions, according to the manufacturers. Over 500 de- 
signs and color combinations have been created in this 
yarn. Leading high style manufacturers are at work 
now making it up into shoes and handbags. One of 
the most successful shoe styles produced so far, they 
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say, is an open toe sling back pump, made entirely of 
the material, except for the leather toe and collar edg- 
ing. It has a firm, somewhat wiry texture which re- 
quires special study of suitable shoe patterns and 
treatments. 


COTTON PROMOTED FOR WINTER 


WARTIME scarcity of fabrics is one reason for a na- 
tional campaign for promoting cotton for Winter 1942- 
43. The suitability of cotton for year round wear is 
another equally good reason. Cotton is durable, wind- 
resistant and practical. It can be laundered and that 
is another point in its favor. 

Weaves and materials in which it will be featured 
are corduroy, velveteen, gabardine, gingham, poplin, 
whipcord, denim, covert and lace for every kind of 
costume from coats and suits to dresses, including 
evening and brides’ dresses. Cotton fabrics will, of 
course, be popular for sportswear. Cotton for hostess 
gowns and house robes will also be very important, 
appearing in velveteen, gingham, corduroy, terry and 
chenille. In accessories, you will find velveteen and 
corduroy hat and glove sets and mittens and double- 
woven cotton gloves. The amount of available cotton 
hose is somewhat questionable, but there will be some 
left-over stocks, of course. Velveteen and corduroy 
sports and casual shoes and house slippers have already 
been featured in the RECORDER, especially in relation to 
college clothes in the same materials. 


Culottes should be popular with the college crowd. The 

two models here are in men’s wear gray flannel from M. 

Sloat §S he ous en the tak. shat brilient 

plaid in the split. The costume at the right could easily 
pass for a skirt and jacket. 
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Cotton is excellent in a closely woven gabardine for 
raincoats. Quilted, it makes a rich looking coat for 


daytime or evening wear in velveteen. There is really 
no end to the uses to which cotton fabrics can be put. 
As the season goes on, you may be selling more fabrics 
in shoes. Play up their cotton content, because cotton 
is going to be fashion right. 


SLANTS ON STOCKINGS 


STOCKINGS have become almost the most talked-of 
article in women’s apparel. After the first panic buy- 
ing of silk hose, women have behaved themselves pretty 
well, we think. In the first months they found that all 
types of yarn were still available . . . silk, nylon and 
cotton. Fewer sizes, less choice in colors, higher prices, 
less and less nylon . . . these changes have been noted 
by all of us. Then came warm weather. More and more 
brands of “cosmetic stockings” began to appear in the 
newspaper ads. The bold and adventurous, then the 
more conservative and timid, began to try these “liquid 
stockings” out. Latest development is the ruling that 
their manufacturers can make only what they made in 
1941, that is, very little. 

Just as an example of the style rightness of the two 
ideas as applied to college girls, look at the adjacent 
picture. The girl on the left has high woolen socks 
which look exactly right with her sturdy leather espa- 
drilles and kilt effect plaid trimmed culottes. Then 
look at her companion, also in culottes although the 
effect is almost of a narrow skirt. Her bare legs some- 
how don’t look right with those same sturdy shoes 
and her gray flannel costume. There is a time and place 
for everything, we think. And, so far, to our 1942 
eyes bare legs belong on the beach. Don’t forget, by 
the bye, that the newest idea in college girl socks is 
the 10-inch length, lower by several inches than the 
ones shown here. And don’t forget, when you are 
thinking about women’s hosiery, that the new rayon 
stockings are proving very satisfactory from every 
angle. They are wearing well . . . when allowed to dry 
sufficiently long . . . and they are very pretty. They are 
available in all foot lengths and in proportioned leg 


lengths. 


WOMEN HAVE MANY SHOE NEEDS 
EVERY day the need for careful styling, merchandis- 


ing and fitting of women’s shoes becomes greater. From 
all parts of the country come increasing demands for 
practical shoes . . . the low heel, well-fitted, trim look- 
ing shoes that will keep war factory workers at their 
highest efficiency. This need is of two kinds. Some wom- 
en who like the more casual types of low wedge are 
expressing the need for shoes that will give their feet 
more support. These shoes are available, too, but we 
see the need for more 8/8 to 10/8 or 12/8 heel shoes 

[TURN TO PAGE 30, PLEASE] 
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Left: One of the window displays used by 

Jesberg’s of Los Angeles in their successful 

promotion of women’s shoes for war service, 

featuring the slogan “Serve America on Ac- 

tive Feet.” Service types of shoes offer an 

opportunity for practically every shoe store 
to plan a profitable promotion. 





Building Sales 
And Good Will 
With Service Shoes 


The four radio stars pictured on these pages co-operated in Los 
Angeles service shoe promotion by demonstrating women’s 
wartime activities. Above, Kathleen Wilson; left Mercedes 
McCambridge; right, Irene Rich; lower right, Frances Scully. 


WHEN it became apparent that “All Out War” defi- 
nitely included the Civilian Defense army at home as 
well as the Army and Navy in training and at the front, 
the need of proper footwear became an important issue. 

To meet the requirements of this vast Civilian De- 
fense and Voluntary Service army it was necessary to 
design and detail construction so that service footwear, 
especially for women, would be smart, serviceable and 
comfortable. The development of shoes of this charac- 
ter inspired the program that Jesberg’s Walk-Over 
Store is now presenting. The pattern designs are suffi- 
ciently varied so that the proper complement is avail- 
able for service uniforms, tailored types of dress, and 
for those engaged in war production industries. 

The presentation of this promotion of “Shoes for 
the Service” was deemed of sufficient importance to 
merit more than the routine kind of advertising. So 
the dramatic talent of Hollywood’s radio and screen 
was asked to cooperate, and, true to their patriotic tra- 
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HOW JESBERG'S, IN LOS ANGELES, DRAMATIZED THE IDEA OF "SERV- 

ING AMERICA ON ACTIVE FEET,” WITH THE CO-OPERATION OF RADIO 

STARS IN AN UNUSUAL PROMOTION, USING WINDOW DISPLAYS AND 
NEWSPAPER ADVERTISING TO PUT IT ACROSS. 


by LYALL H. RIFFE 
Display Manager, Jesberg's Los Angeles 


ditions, they responded in a very generous manner. 
Stars in their own right, Irene Rich, heard in the Blue 
Network “Dear John” series; Frances Scully, also of 
Blue Network and mistress of ceremonies on “Your 
Blind Date” and “Speaking of Glamour”; Kathleen 
Wilson, “Claudia” of N.B.C.’s “One Man’s Family,” 
and Mercedes McCambridge, N.B.C. dramatic star, all 
members of the American Women’s Voluntary Service, 
gave of their time and talent to make this program 
possible, © 


With such a well prepared program it was a pleasur- 
able task to build a window display to present this 
promotion to the shopping public. The theme, of course, 
was “Service in Wartime Activities.” The background 
was of a neutral shade and the props were of our na- 
tional red, white and blue. Photographs showed the 
stars as they were engaged in the various activities. 

The many comments received from customers were 
gratifying as they tended to emphasize the fact that the 
shoe retailér has an important duty to perform in sup- 
plying the proper type of utility footwear that is both 
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attractive looking and good fitting, along with excel- 
lent wearing qualities for good measure. 

The presentation of the promotion of “Shoes For 
Service” in windows at Jesberg’s was accomplished by 
utilizing the patriotic theme and colors: The United 
States map was made from thick celotex, the surface 
of the map being painted white, the edges in red. Super- 
imposed on the map was the symbol “V,” made of 
wall board and backed with wooden braces and painted 
in red, white and blue. 

In order to impress the importance of the “Home 
Army,” photographs of the different stars were mount- 
ed on wall board cut out and fastened on the “V.” 

The title, “Serving America on Active Feet,” was 
painted on a scroll which was fastened across the top 
of the “V.” From the scroll; suspended with red, white 
and blue rope, was the shield with our message. Blow- 
ups of the stars were mounted, cut out and fastened 
to the sides of the dividers and red, white and blue 
streamers made of no-seam paper were used back of 
the blow-ups to add a touch of color. 





The Editor's 


Outlook 


The Measuring 


PLAY fair’ ball or quit! You know the rules! Stick 
to them! 


Your Fall merchandise is coming in and it won't be 
long before you will be showing it to the public. See 
to it that the prices are in line with the General Maxi- 
mum Price Regulations . . . and that doesn’t mean 
straddling a mean average of price. It does mean item 
by item at ceiling or under. 

There’s a funny undercurrent to the stream of busi- 
ness. For years some merchants have had to be a little 
bit cunning and a little bit sharp to take advantage of 
advantages and to cover up disadvantages. Along came 
the Robinson-Patman law and it was supposed to do 
certain things along the line of setting up rules for dis- 
tributing goods. It was generally ignored by those 
who had the feeling that they could get away with it. 
What was more natural than when the OPA regula- 
tions came along, the same feeling of “I'll get by” pre- 
vailed. 

There is something far more important than the mer- 
chandising acumen in America today. What was it that 
Charles Francis Adams said: “It is not our fortunes 
that are at stake, but our honor.” 

This much we can say for the big chain organiza- 
tions, the department stores, the mail order houses and 
for every major organization that keeps books, <pre- 
serves records and does business in a business-like Way. 
They are sticking to the letter of this law—first, be- 
cause they have had to—and are vulnerable if they 
don’t; and second, because they are big enough to 
know that their honor is at stake and what’s a few pen- 
nies profit in the light of public shame. 

But what about the smaller operator, the manufac- 
turer, the wholesaler 4nd particularly, the small retailer 
who never liked to e records and didn’t? His is 
usually a policy of “Fl get by somehow.” Then, by 
that strange accident of location or inertia or just sit- 
ting still, he has lived from day to day beset with bills 
and obligations, itches and worries as though those 
were the little things that were part of life anyway. 
Now the little fellow is sitting in a sweet position. His 
competition is cut down to his size. The price levels 
are the same. There are no fancy promotions to take 
his customers elsewhere. This is the golden day for the 
little man, providing he keeps his nose clean. 
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Stick of Honor 


If, during the next few months, we are going to have 
sniping and chiseling of the law of the land—The Gen- 
eral Maximum Price Regulations—why then we are 
all part of the mendacious mediocrity that made a mess 
of a democracy such as happened to France. We are 
either going to have a true and strong citizenry, for 
be it known that each and every one of us is in busi- 
ness—the business of living and working for a wage 
in cash and a dividend in savings—or we are just a 
selfish bunch of individualistically inclined little ants, 
interested in our own little life-line, and taking it for 
granted that the global war will come out victorious 
for the Allied Nations, somehow—because they always 
have heretofore muddled through. 

So, when you are looking at.your new goods and 
putting them on the shelves, take out the measuring 
stick of honor, lay it down alongside the General Maxi- 
mum Price Regulations and say to yourself: “We, in 
this shop, will hold true to the line and for the guy 
who doesn’t, we wish him the penalty of prosecution, 
public shame, fines and even jail.” 

If you don’t think we are in a serious situation in 
this global war, you are the most mistaken American 
who ever drew selfish breath. We are not getting any- 
where if we evade and avoid our responsibilities—for 
every little act, of every day is on the right side or else. 
You may-not like the policeman or the law because it 
affects your pocketbook but by the high heaven of hope, 
he is leading you down the path of righteousness and 
preventing that sinister monster, INFLATION, from 
eating all you have and all you ever hope to preserve. 

The merchant who just carries a few token items at 
his low ceiling prices and hopes to swing his customers 
into higher priced items, he too evades the promise of 
the law to give the public what it had in March for 
the equivalent price of March. - 

Fair warning from your friendly advocate, for unless 
all retailing, in every line, stands true to the ceiling 
law, we will all suffer the penalty of the inevitable mili- 
tary government that will be needed to supersede the 
flabby, soft hand of democratic government. If we have 
a war government of business, we will know the penal- 
ties of sharp death to business for the first violation. 
To save ourselves from that and to preserve the demo- 
cratic way of life in business, we need to play fair. 
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H® are two famous Foot Reliefs that will strongly appeal to folks every- 
where as something to send to their boys in the Service—Dr. Scholl’s 
Foot Balm and Dr. Scholl’s Foot Powder. As everyone knows, the FEET are 
usually the first to feel the impact of the strenuous life in the Army and the Navy. 







Both of these fast sellers have now been attractively done up in special 
Counter Display Dispensers, individually boxed, ready for addressing and 
mailing. Need we tell you the instant appeal they will have? To display them 
is to sell them! Read the details of these remarkable FREE DEALS below and 
mail your order NOW! 


FREE DEAL ON FREE DEAL ON 
Dr. SCHOLL’S FOOT POWDER Dr. SCHOLL’S FOOT BALM 


Each Unit Each Unit 
wal Deal consists | Deal consists 
2) of 13 cans — | of 13 jars — 
| 7 with and 6 | 7 with and 6 
<7 without mail- | without mail- 
‘fey ing boxes. ing boxes. 
YOU PAY YOU PAY 
) FOR ONLY 12 | FOR ONLY 12 
| Counter Dispenser | Counter Dispenser 


$975 | $975 


Retail, 35¢ Retail, 35¢ 



































HOT TIRED FEET! 





















MILLIONS OF ADS 
Millions of ads on Dr. Scholl’s Foot 
Balm and Foot Powder in the leading 
magazines, carry the suggestion: “Send 
it to boys in the Service.” Be the first in 
your part of town to have these fast 
sellers on display! 






FEET HURT, BURN? 


Dr. Scholl's Foot Balm quickly relieves foot 
discomfort caused by exertion, 


fatigue. Soothing, refreshing 
Send it to boys in Service. 35¢. 


> Df Scholls E22%, 
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213 W. Schiller St., Chicago THE SCHOLL MFG. CO., Inc. 62 W. 14th St., New York 
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KEEP Shoe Factory Rubber 
AT WORK 


i 


CHECK THESE 
RUBBER 


CONSERVATION | 3 
POINTERS In many major and auxiliary shoe ma- 


Mele 


] Scuffing or Abrasion wastes chines, rubber partsare essential to unhand- 
rubber by wearing it away. 
A careful check-up may re- 
veal ways of adding to rub- 
ber life without affecting 
operation. Toe restsand simi- ; .. 
caatoeeaan value when kept working as long as pos 
a pliable leather which should ° ‘ 
be renewed before wear can sible. Increase the life of these parts by 
injure the rubber. 


Petroleum Products — of all protecting them from needlessly rapid 
kinds will injure rubber by 
eating into it, rotting it, and . : 

oan te eee cad feces wear and deterioration. 
its elasticity. Keep oils and 
greases away from rubber. If 
oil should get onto rubber, 
wash it off as soon as possible 
— first, with soap and warm 
water—then, with clear water. Get more out of your rubber machine parts. 


icapped operation. They are of maximum 


Direct sunlight deteriorates The “‘United’”’ machinery service man can tell’ 
rubber rapidly. Protect it 


from prolonged exposure. you whether worn parts can be rebuilt, or 


sahions tore racnantcaer whether they are ready for the national rubber 


sive wear. Have machines . 2 
correctly adjusted, especially salvage pile. Don’t waste them! 
when changing sizes or styles. 











TAKE GOOD CARE 
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THE RUBBER PARTS ON A W/T CEMENT SOLE ATTACHING 
MACHINE WEIGH 51 POUNDS. 


g 
$ 
' 
: 


REPAIR 


Under water bags, @ can be bro- 
ken if the protective blanket, @ 
between them and the profile pads 
wears through. To repair bags for 
women’s work remove the end 
plate, turn the bag inside out and 
apply an ordinary tire tube patch. 
Bags for men’s and children’s work 
must be patched on the outside. 


OF WHAT YOU HAVE 


: 
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Compulsory Discount 
Provided on “Green” Hides 


WASHINGTON, D. C.—A compulsory 
discount on tanners’ purchases of 
“green” or partially “cured” hides or 
skins under the established ceiling 
prices for hides or skins was provided 
last week by Price Administrator Leon 
Henderson to facilitate the War Pro- 
duction Board’s recently announced hide 
allocation program and to insure their 
proper curing. These products are 
greatly needed for shoes and other 
leather materials for the armed forces, 
civilians and industry. 

This action was taken in order to 
halt a development whereby tanners, in 
their anxiety to obtain increasingly 
scarce materials, were buying uncured 
hides or skins at prices as high as the 
maximum prices for the cured products. 
These products were being shipped in a 
partially green or improperly cured 
state, resulting either in deterioration 
or spoilage in transit or in the making 
from slack-cured raw stocks of poor 
leather, ill-suited for military uses. 

Amendment No. 1 to Revised Price 
Schedule No. 9 (Hides, Kips and Calf- 
skins), in addition to providing several 
other changes, sets a discount of 20 per- 
cent for green or partially cured hides 
sold to tanners, or for their account, 
and a discount of 15 per cent for skins 
under the same category. Previously, 
the ceiling for green hides was the same 
as for cured stock of the same grades 
and classifications. 

Other provisions of the amendment, 
which took effect July 24, 1942, follow: 

(1) Alternate maximum prices are 
established for packer classifications of 
hides sold on a selected basis as a result 
of recommendations of the War Produc- 
tion Board. 

(2) The maximum prices for hides 
of other than packer classifications are 
amended. 

(3) Tanners will be permitted to add 
freight charges and brokerage commis- 
sions paid on hides which WBP may 
order sold to other tanners under its 
allocation program. 

(4) Maximum prices are established 
for Pacific Coast “slunks.” 

(5) The applicable maximum price 
for kips or calfskins is reduced by not 
less than 20c. per skin when these prod- 
ucts are taken off by the buyer or his 
agent or employee. 

(6) No brokerage commissions may 
be added to the maximum price on sales 
of hides, kips or calfskins in the green 
or partially cured state or on sales of 
hides in lots of less than 20,000 pounds 
or, in the case of skins in lots of less 
than 5,000 pounds. 

(7) A tare allowance on Chicago city 
calf and kipskins is now provided at the 
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of Improperly Cured Hides at Maximum Prices for Cured Products. 


same rate as previously specified for 
Chicago packer skins and a tare allow- 
ance of 2 per cent is specified for coun- 
try calf and kipskins. 

(8) The reporting provision is amend- 
ed to require the filing by tanners and 
persons making sales to tanners of 
copies of all invoices delivered in con- 
nection with a purchase or sale. In 
addition, where hides or skins received 
by the tanner differ in a material re- 
spect from their description in the in- 
voice the tanner is required to file a 
statement of such difference with OPA. 

(9) The term “actual inspection” is 
clarified to mean examination of each 
hide or skin, except that, in testing 
for grubs, standard practice shall be 
followed. 

(10) The term “shipping point” is 
defined to mean “the point from which 
the hides are shipped to the purchaser 
and shall include the point from which 
the seller, who has consolidated hides 
cr skins into carload lots, ships them to 
the purchaser.” This answers a ques- 
tion which has frequently risen in the 
trade. 

The need for discounts for tanner 
purchases of uncured hides and skins 
under cured products arises from a 
serious shortage in the supply of both 
hides and skins, Mr. Henderson said. 
As a result of this shortage, tanners 
are using every available method to ob- 
tain their raw materials. 

Under the original schedule, the same 
maximum prices were applicable to both 
green and cured materials. Although 
most packers have continued to sell 
their production cured, it has become 
increasingly frequent for-tanners to de- 
part from traditional practice and pur- 
chase hides or skins from small pro- 
ducers in the green or uncured stage at 
prices as high as the ceiling. 

Tanners were employing brokers to 
buy on their behalf and these brokers, 
because their commissions were assured, 
were making little or no effort to buy 
at prices sufficiently under the ceiling 
to take care of curing costs. 

“If sellers are permitted to sell green 
skins at the same prices as cured skins, 
it is only natural that they will save the 
cost and bother of curing and take the 
larger profits obtained through the sale 
of green skins only,” said Mr. Hender- 
son. 


“Most of the hides and skins now be- 
ing bought green are shipped in a par- 
tially green or improperly cured state, 
and even if there is no deterioration or 
spoilage in transit, such slack-cured 
raw stock makes poor leather, ill suited 
for military uses. Lack of uniformity 
in cure unbalances tannery operations 
and interrupts tanning processes at a 
time when sustained production at the 
extreme limit of capacity is an urgent 
necessity. 

“Another serious difficulty is present- 
ed by the appearance in the market of 
unprecedented quantities of hides and 
skins which, in consequence of the prices 
which the schedule now permits to be 
paid for green or only partially cured 
hides and skins, weigh more than they 
would if properly cured or if not deliv- 
ered in poor condition. Weights based 
upon improper cure or bad condition 
will be misleading and, to the extent 
that they are misleading will tend to 
defeat the pupose of allocation recently 
inaugurated by the War Production 
Board.” 

WPB Conservation Order M-194 pro- 
vides that no tanner, processor or con- 
tractor may purchase or accept delivery 
of any cattle hides, calf, kipskins or 
Buffalo hides unless specifically author- 
ized by the Director General of Opera- 
tions. 

The provision establishing lower 
maximum prices for uncured hides 
bought by tanners does not apply to 
dealers, OPA pointed out. 

“It is obvious,” the Administrator ex- 
plained, “that no dealer can pay the 
cured ceiling prices for green hides or 
skins, transport them to his warehouse, 
cure, sort and trim them and sell the 
cured stock at a price in compliance 
with the schedule without operating at 
a loss. To impose the reduced maximum 
prices on green hides or skins on deal- 
ers’ purchases would be ill advised be- 
cause of the impossibility of their mak- 
ing adequate selection when purchasing 
small lots from butchers and abbattoirs 
who are their customary sources of 
supply.” 

The discounts of 20 per cent and 15 
per cent for hides and skins, respec- 
tively, established by today’s amend- 
ment represent fair average differen- 
tials between the green and cured state, 
taking into account both the shrinkage 


Boot end Shoe Recorder 





and the cost of cure, OPA officials 
stated. These differentials were dis- 
cussed and substantially approved at a 
meeting of representatives of packers, 
dealers, brokers and tanners held on 
December 12, 1941. 

Alternate weight classifications and 
appropriate maximum prices for packer 
hides sold on a selected basis are pro- 
vided in the amendment as a result of 
War Production Board recommenda- 
tions. These optional maximum prices 
per pound, f.o.b. shipping point follow: 


No. 2’s 


No. 1's 
Heavy native 
$0.14% 


58 

pounds and up) $0.151%4 
Light and extreme light na- 

tive steers (under 58 

pounds) 15% 14% 
Heavy branded steers. butt 

and side branded 

pounds and up) 14% 18% 
Light and extreme 

branded steers (under 58 

pounds) ‘ 13% 
Heavy native cows (53 or 55 

pounds! and up) 154 144% 
Light native cows (under 53 

or 55 pounds') 15% 14% 
Branded cows (all weights*) . A 138% 
Native bulls (all weights)... ‘ ll 
Branded bulls (all weights). . ll 10 


1 Optional with seller. 

“Or divided into 53 or 55 pounds and up 
and under 53 or 55 pounds. 

It is the expectation of OPA officials 
that this alternate weight classification, 
which is substantially unchanged from 
the schedule ceilings, will tend to make 
certain weights and selections of stand- 
ard packer hides more readily available 
for war purposes. These maximum 
prices are alternate maximums and are 
available only to those packers who 
make selection according to the classes 
and weights set forth in the schedule 
and have each of these classifications 
cured in a separate pack. 

Under the schedule such selections 
could not profitably be continued by the 
packers. However, with the increased 
demand for leather needed in Army 
shoes and for other defense purposes, 
tanners, in many cases, have been 
forced to purchase lots of hides con- 
taining weights unsuitable for their 
purposes. The alternative classifica- 
tions offer the tanners a better chance 
to obtain economically and direct from 
the packers more of the kinds of hides 
they need, OPA officials said. 

In two standard packer classifica- 
tions, however, a change of %c. per 
pound is registered for hides sold under 
the-optional classification method. Ex- 
treme light Texas steers (23 to 48 Ib.) 
now with a maximum price of 15c. per 
pound for No. 1’s will fall in the class 
of “light and extreme light branded 
steers under 58 lb.” with a maximum 
price of 14%c. per pound for No. 1’s. 
Colorado steers with a maximum price 
of 14c. per pound will be included in the 
classification “heavy branded steers 
{butt and side branded) 58 lb. up” for 
which a 14%c. maximum is provided. 

For hides other than packer classifi- 
cations sold on an unselected basis, two 
changes in maximum prices are pro- 
vided: 

(1) The premium of % cent per 
pound formerly allowed when selection 
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was made according to standards pre- 
vailing for hides of packer classifica- 
tions is no longer permitted. 

(2) Bull hides weighing up to 58 
pounds, not formerly a separate classi- 
fication, may now be sold at the same 
price as those for steers and cows. 

The elimination of the half-cent pre- 
mium when selection is made is for the 
purpose of preventing evasions which 
have come to the attention of OPA, offi- 
cials explained. Experience under the 
schedule has shown that proper selec- 
tion by sellers who do not use packer 
classifications “has been rare to the 
point of nonexistence and that reckless 
selections amounting to evasion of the 
schedule has been widespread.” OPA 
pointed out that to require all hides of 
other than packer classifications to be 
“Sold flat for selection should not reduce 
their average prices per pound below 
the yearly average prices now obtain- 
able under the schedule by those selling 
on a selected basis and making proper 
selections. 

“Furthermore,” officials said, “pro- 
ducers will have the offsetting advan- 
tage of 3% cents per pound more than 
at present for light bull hides weighing 
less than 58 pounds. In many parts of 
the country it has been traditional for 
light bul! hides to be sold with cows and 
steers at the same price. The amend- 
ment will permit this practice to be 
resumed.” 

OPA permission to tanners to pass 
freight and brokerage commissions paid 
if WPB allocates hides to other tanners 
takes into consideration an anticipation 
by the War Production Board that as 
part of its program it will find neces- 
sary the allocation of hides in the hands 
of some tanners to certain other tan- 
ners by whom they can be used to great- 
er advantage in the production of 
leather for military purposes. 

Extension of the hide and skin sched- 
ule to include Pacific Coast slunks 
brings them into proper relation to 
maximum prices established for calf- 
skins produced in the Pacific coast area 
and with the maximum prices for 
slunks in other areas. Prices provided 
are $1.00 per skin for the regular slunks 
and 50 cents per skin for the hairless 
type, while a ceiling of $1.25 is set for 
Pacific coast calf of less than 6 pounds. 

The change reducing the applicable 
maximum price by 20 cents per skin for 
kips and calfskins when taken off by the 
buyer, his agent or employee represents 
a fair average for kip and calf skinning 
according to information submitted by 
the trade. Some evidence has been re- 
ceived that the maximum price provi- 
sions of the schedule have been evaded 
by the failure of the sellers to attribute 
an adequate value to the flaying service 
performed. 

Elimination of brokerage commissions 
on sales of green or partially cured ma- 
terials in hide lots of less than 20,000 
pounds and in skin lots of less than 
5,000 pounds is closely related to the 
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INCREASED EARNINGS 
REWARD YOUR EFFORTS 


Because of the liberal nature of 
the Health Spot profit-sharing 
plan — whereby you receive a 
weekly salary plus a large share 
of the profits—there is no limit 
to what you can earn. 


Mr. M. L. Kepple 


HEALTH SPOT SHOE SHOP 


316 E. 4th ST. 
WATERLOO 


Mr. Kepple’s record of a con- 
stantly growing volume, along 
with an ever-increasing income 
for himself, is typical of the 
kind of suceess it is possible to 
achieve in a Health Spot Shoe 
Shop. 


The profit-sharing plan encour- 
ages an operator te put all of 
his energy and enthusiasm into 
the job—for he knows it will be 
to his ultimate benefit to do so. 


In Health Spot Shoes you have 
a product that is easy to sell, 
for one customer sells another. 
This, coupled with the profit- 
sharing feature, makes a most 
attractive proposition. 


NO INVESTMENT REQUIRED! 


There are many opportunities 
for men to operate Health Spot 
Shoe Shops. Send for an appli- 
cation blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 


DANVILLE, HLINOIS 











Exhibitors Sign for Shoe Fair Space 


Long List of Manufacturers Who Have Already Applied for Display Rooms 
in Chicago, November 2-5, Is Expected to Be Increased by Many More, 
Now That Hotel Problem Has Been Solved. 


WITH last week’s happy solution of the problem that 
confronted the National Shoe Fair when the Army 
recently decided to take over the Hotel Stevens, the 
Fair management is now in a position to proceed with 
preparations and the assignment of exhibit space at 
the Palmer House and Hotel Morrison, where the Fair 


will be held November 2-5, the dates originally planned. 


Shoe Fair Manager George E. Gayou has released 
for publication the following list of exhibitors who 
have already made application for display rooms, and 
whose applications are expected to be followed by many 
more, now that the question of convention hotels has 
been dec'ded in such a satisfactory manner. 





FIRMS EXHIBITING AT NATIONAL SHOE FAIR 


A 


Acme Shoe Mfg. Co., Inc., perenne, Tenn. 
Adams Bros., Pittsfield, N. 

Alden, C. H., Shoe Co., trethton, Mass. 
Altman Bros.’ Shoe Mfg. Co., Cincinnati, Ohio. 
American Girl Shoe Co., Springvale, Maine 
American Shoemaking, Boston, Mass. 

Ansin Shoe Mfg. Co., Athol, Mass. 

Anwelt Shoe M . Ce Athol, Mass. 

Armstrong & Co., D. Inc,, Rochester, N. Y. 
Arnold, N. South Weymouth, Mass. 


Mw 
Athletié Shoe ‘Company, The, Chicago, Ill. 


Bancroft Walker Company, Waltham, Moss. 

Banister, James A., Co., South Weymouth, Mass. 

Baris Shoe Co., Inc: New York, N. Y. 

Bates Shoe Co. Webster Mass. 

Bickford Shoe Co. Boston, Mass. 

Billiken Shoemakers, Lynchburg, Virginia. 
(Div. Craddock-Terry Shee Corp.) 

Blue Ribbon Shoemakers, St. Louis, Mo. 

Bloom Bros. Co., Minneapolis, Minn. 

Blum Shoe Mfq. "Co., Dansville, N. Y. 

Boot & Shoe Recorder, New York, N. Y. 

Boyd-Welsh, Inc., St. Louis, Mo. 

Brauer Bros. Shoe St. Louis, Mo. 

Brown, David Shoe Co., Baltimore, Md. 

Brown’ Co., New York, N. Y. 

Brown Shoe Co., St. Louis, Mo. 


c 


California Leisure, 3. 5 Los Angeles, Calif. 
California Shoes, Ltd., Los Angeles, Calif. 
ae a & Co., Cambridge, Mass. 
Co., Carlisle, Pa. 
Carmo Shoe Mfg. Co., Union, Pa. 
Casuals, Inc., Los Angeles, Calif. 
Central Slipper Co., Inc.. Wilkes-Barre, 
Clayton, A. C., Printing Co., St. Louis, Mo. 
Cobblers, inc. “of Calif., Los Angeles, Calif. 
Cohen, |., & Sons, Inc., * Boston, Mass. 
M.., & Sons Shoes, Brooklyn, N. Y. 
fg. Co., Freeport, Maine 
. B, Co., Rorway. Maine 
Shoe , Endicott; N. Y. 
é Fitchbura, Mass. 
& Leather 


Co., Whitman, 


Compe “Shoe Machinery Corp., Boston, Mass. 
| Footwear Co.. St. Louis, Mo. 


Consolidated National Shoe Corp., Boston, Mass. 
H. 


pao gr ig Pm ¢ Corp., Portsmouth, N. 
Corbin, 8. A. & Son, Marlborough, Mass. 
Curtis- Em .. Reading, Pa. 
Cushman, Charles Co., Auburn, Maine 


D 
David Brown Shoe Co., Baltimore, Md. 
Drew, Irving tp., Lancaster, Ohio 
Dunn & McCarthy, Inc., Auburn, N. Y. 
E 


Co., Brockton, Mass. 
Philadelphia, Pa. 


a 
a Ce, 





moire ‘savcloliy Footwear Co. 
Endicott-Johnson Endicott, N. 
rata Shoe Co., Ephrata, Pa. 
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emerson, ‘Ze Shoe Co. Inc., Haverhill, Mass. 
“i a age N.Y. 


F 


Fairfield Shoe Co., Columbus, Ohio 

Fashion Bilt Shoe Co., Pontiac, Ill. 

Fein & me Inc., Reading, Pa. 

Fern Shoe ny The, Los Angeles, Calif. 

Field & Flint oo Brockton, Mass. 

se wy Rae Shoe Co., Fitchburg, Mass. 

Fleisher Shoe Co., Manchester, N. H. 

Florsheim Shoe we ae Chicago, Ill. 

— Shoe Co , The, Brockton, Mass. 
Ford Shoes, Soci "N 

Forest Park Shoe Co., St. Louis, Mo. 

Frederick-Speier Footwear, Inc., Norwalk, Conn. 

Free joe Co., Freeport, Me. 

Fri man-Shelby Shoe Co., St. Louis, Mo. 

Frye, John A., Shoe Co., Marlborough, Mass. 

Fuchs, Wm. Shoe Co., New York, N. Y. 

Fulton Leather Goods Co., New York, MN. Y. 


Gale Shoe Mfg. Co., North Adams, Mass. 
Gerberich-Payne on Co., Mount Joy, Po. 
Gilbert Shoe Co., Theinsville, Wis 
Godman, pod . o ‘gO Columbus, Ohio 
Goldberg Inc., Haverhill, Mass. 
Goldstein Sales & ‘Sons Co., Boston, Mars. 
Gordon, Reuben Rg I Co., Philadelphia, Po. 
Gotham Shoe ndho Binghamton, N. Y. 

¢ oe Co., Manchester, N. H. 
€ Co., Dolgeville, N. 

¢ W. S., Co., Williamsport, Pa. 

€ fq. , The, Boston, Mass. 
Grinnell Shoe Co., Grinnell, lowa 

Groves Shoe Co., Chicago, Ill. 





H 


ens es Shoe & Legging Co., Ths, Hagers- 


town 
Hallowell Shoe Co., Hallowell, Me. 
Hamilton-Scheu & Walsh, St. Louis, Mo. 
Hanan & Son, ie. Chicago, Il 
Se Shoe Co., Haverhill, Mars. 
Harold Shoe Co. Ine., Haverhill, Mss. 
Herbst Shoe Mfg. Co., Milwaukee, Wis. 
Hermal Shoe Co., Everett, Mass. 
Heywood Boot & Shoe Co., Worcester, Mass. 
Hiahland Shoe Co., Akron, Pa. 
Holland-Racine Shoes, Inc., aes Mich. 
Holly Shoe Co., Littleton, N. 
Hollywood Sk kooters, Los aaaee Calif. 
Holmes, Stickney & Walker, Inc., Portiand, Maine 
Huber Slipper Co. Inc., Aviston. Ill. 
Hubler, Geo. W.. Shoe "Co., Auburn, Pa. 
Huiskamp Bros. Co., Keokuk, lowa 
uth & James Shoe Co., Milwaukee, Wis. 


I 
Interstate Shoe Co., Manchester, N. H. 
J 


Joys Lumury Stride ‘Shoes “Combiriog 

r ury oes, mbridge, Mass. 
Jefferson Shoe St. Louis, Mo. ” 

Jerro Brothers, New York, N. Y. 

Johansen Bros. Shoe Co. Inc., St. Louis, Mo. 
Jones & Vining, Inc., Brockton, Mass. 

Joyce, Inc., Pasadena, Calif. 


Julion & Kokege Co., Columbus, Ohio 


Co., St. Louis, Mo. 


K 


Kane, Dunham a Krous, Inc., Washington, Mo. 
Geo. E. Co., Campello, Brockton, Mass. 
J. A. Boston, Mass. 
Co. Los Angeles, Calif. 
ivision, New York, N. Y. 
Kleven Shoe Sales Corp., Spencer, Mass. 
Koss Shoe Co., Inc., Auburn, Maine 


L 


LaBelle Footwear, inc., New be a N. Y. 
Laconia Shoe Co., Laconia, N. 
Laird Schober & Co. Inc., Hoverhill, Mass. 
La Marquise Footwear, Inc., New York, N. Y. 
Lancaster Shoe Co., Elizabethtown, Pa. 
Langerman Shoe Corp., Brooklyn, N. Y. 
Lederer Co., The New York, N. Y. 
Lenox Shoe Co., Inc., Freeport, Mass. 
Lester Pincus Shoe Corp., New York, N. Y. 
Leverenz Shoe Co., Sheboygan, Wis. 
—_ Weiss Sales Co., Chicago, Il. 
Shoe Corp. of America, Inc., Colum- 

—— Ohio 
Lorman, Shoe Stylist, New York, N. Y. 
Lown Shoes, inc., Auburn, Maine 


M 


Maistrosky, S. J., Inc., Boston, Mass. 
Marilyn Sandal Co Stoneham, Mass. 
Marks, The L. V. eae Co., Cincinnati, Ohio 
Marshall, TB a Stewart, Inc., Auburn. N, Y. 
Masterbilt Shoemakers, Lynchburg, Virginia 
Mayville Shoe ., Mayville, Wis. 
Mei hang Charles Shoe Mfg. Co., Cincinnati, Ohio 
Men J. G., Rochester, N. Y. 
Metro-Crait Shoe Co., Manchester, N. H. 
Metropolitan Shoemakers, Inc., Chicago, i. 
Meyer, Frank C. Co. Inc., Lawrence, Mass. 
Middictown Footwear, Inc., Middletown, N. Y. 
M Co., Milford, Mass. 
Milius Shoe Co., St. Louis, Mo. 

& Co., Akron, 

Sons, Inc., Long “Island City, N. Y. 
Milwaukee Shoe Co., Milwaukee, Wis. 
Monarch Shoe Co., Chicago, III. 
Mound City Shoe Co., St. Louis, Mo. 
Municipal Shoe Co., Inc., Brooklyn, N. Y. 


N 
Natural Bridge Shoemakers, Lynchburg, Va. 
(Div. Craddock-Terry Shoe Corp.) 


Nettleton, A. Co., Syracuse, N. Y. 
Norma r Ca; Brooklyn, N. Y. 


° 
Old Colony Shoe Co., Brockton, Mass. 

P 
Paragon Slipper Co. ”~ Cohoes, N. ¥: 
Paramount Shoe Mfq. Co., St. Louis, Mo. 
Paramount Slipper Co. Inc., Garfield, N. J. 
Paterson Footwear Co., Paterson, N. J. 
Pennant Shoe Co., St. ‘Louis, Mo. 
Penobscot Shoe Co., Oldtown, Maine 


Ohio 
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- Co., Everett, Mass. 
— ig Se Shoes Inc., New York, N. Y. 
Prime Shoe &. Inc., Chelsea, Mass 
Prudential Shoe Mfg. Co. Inc., New York, N. Y. 


9 
Queen Quality Shoe Co., St. Louis, Mo. 
R 


Rao Footwear Corp., New York, N. Y. 
od Cincinnati, Ohio 


& Co., Rochester, N. Y 

Reuben AEX. Shoe Co. Inc., Philadelphia, Pa. 

Rice-O'Neill Shoe Co., St. Louis, Mo. 

Roberts, Johnson & Rand, St. Louis, Mo. 

Rochester Shoe Tree Co., "Rochester, N. Y. 

Rogers Bros. Shoes, Inc.. Boston, Mass. 

=a H. O., Shoe Co. Inc. Formington, N. H. 
ies, Inc., New York, New York 

none Rawh & Heckel, Inc., ‘Ripley, Ohio 


s 
Safran-Sundel Shoe Co., Boston, 
Soa J. 












Mass. 
New York, N. Y. 
. Shoe ‘Co., Manchester, N. H. 






Saul teen. Chicago, 
Pe pe Shoe Co., St. Louis, Mo. 
. Co., Inc., The, Chicago, Wh. 


hio 






Shoe & Leather Reporter, Boston, Mass. 
M wy New York, N. Y. 
. Shoe Co., Manchester, N. H. 
Smith, J. ° Shoe Co., Chicago, Ill. 
Shoe Ohio 


Smith, G6. Edwin, Columbus, 
Somersworth Shoe Co. Inc., Somersworth, N. H. 
A. G., & Bros. Shoes, Marlborough, 








Spals! ry-Steis-Deevers, St. Louis, Mo. 
Stein-Sulkis Shoe Co., Haverhill, Mass. 
Step Master Shoes, ‘Inc., Greenup, a 
Sterling Last Corp., New York, N. Y. 
Sterling Shoe Co., Inc., Auburn, N. Yy. 

Sh South Weymouth, Mass. 
., Inc., Chicago, Ill. 
Sun Shoe Mfg. Co., Chicago, Ill. 
Swan Shoe Co. Inc., Baltimore, Md. 


T 


Taylor, E. E. Corp., Boston, Mass. 
Triple Novelty Footwear Co., Brooklyn, N. Y. 
Tupper, inc., Hoboken, N. J. 

Tweedie Footwear Corp., St. Louis, Mo. 


U 


United Last Co., Boston, Moss. 
United States Shoe Corp.. Cincinnati, Ohio 
Unity Shoemakers Corp., Haverhill, Mass. 
Universal Shoe Corp., Sanford, Maine 


v 


Valley Shoe or. St. ious. Mo. 
Vamos, Alfred, New York, N. Y. 

Vitality Shoe Co., St. Touie Mo. 
Vogue Shoes, Inc., Los Angeles, Calif. 


w 


Waldman Bros., New York, N. Y. 
Walkin aes Co, Schuylkill Haven, Pa. 
Walton, A. & Co., Boston, Mass. 
Ware Shoe si ., Ware, Mass. 
Webster Shoe rp., Webster, Mass. 
Wei Soe. St. Louis, Mo. 
wa uw . Shoe Co., St. Louis, Mo. 
= Worcester, 




















Mass. 










bates * & oe, Se ‘Last Co., 
Wright gt T., & Co., 


’ East Bridgewater, 





Inc., Rockland, Mass. 









Compulsory Discount 
Provided on Green Hides 


[CONTINUED FROM PAGE 27] 





aims of keeping prices from being. un- 
necessarily increased by the addition of 
brokerage commissions and uneconomi- 
cal freight charges and of discour- 
aging.the sale to tanners of green hides 
and skins. 

The tare allowance provided on Chi- 
cago city calf and kipskins is now stated 
specifically and is brought in line with 
that previously stiplated for Chicago 
packed skins. The two per cent tare 
allowance presently granted for country 
calf and kipskins recognized a trade 
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is a duty which, in war and 
peace, we hold ourselves 


ready to help you perform. 



























































practice prior to the issuance of the 
original order on June 16, 1941. 


Washington Newsreel 
[CONTINUED FROM PAGE 12] 


Production of severe occupational 
footwear shall be confined to the follow- 
ing items and the average amount of 
crude rubber per pair used in the manu- 
facture of each item shall not be 
greater than the indicated maximum 
weight, as follows: 





Item Lb. 
Men’s short boot (plain toe)..... 1.50 
Men’s short boot (steel toe)...... 1.57 


Lb. 
Men’s storm king boot (plain toe) 2.00 


Item 


Men’s storm king boot (steel toe). 2.07 
Men’s hip boot (plain toe)....... 2.30 
Men’s hip boot (steel toe)....... 2.37 
Men’s 15 in. lace mine pac (plain 

ite bastte Gs oils 04406 05 Ss 4853 1.50 
Men’s 15 in. lace mine pac (steel 

ee ee ee ee ee oe | 1.57 
Men’s workshoe (plain toe)...... 95 
Men’s workshoe (steel toe)...... 1.02 


Variations from the average weight 
of crude rubber per pair maximum for 
civilian and severe occupational foot- 
wear are permitted as follows: 

Plus 10 per cent. Minus unlimited. 
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This handy 
STOCK RECORD BOOK 
— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 





Black Cloth binder—11%” x 13%” 


100 Daily Sales and Stock Sheets, (Form = 
and 1 Comparison Form $105 


2 Inventory Pads (100 sheets) #106 


2 Buying Order Pads (50 sheets) $107 
(or 4 of each, as preferred) 


(West of Denver) 
(Sample sheets with guide sor use sent on request) 





Sales Record Slips: Form D 
Per Pad (100 Slips) 


Refund Record Slips: Form E 
Per Pad (50 Slips) 


Customer Record Cards: Form F 


100 (Size 5” x 


$1.50 





Ceiling 


Shoe Carton Tickets: Form H 
1%” x 3%”, 1000 ........ 


carton tickets, Form G 
(gummed top) | gross. 


$0.50 


1000 . $2.50 


$2.25 
$10.00 


PROFIT CHARTS — 2c. each; an accurate method of 


figuring selling prices. 


Check with order, please, unless C.O.D. Shipment is 


preferred. 


Orders filled for any forms preferred. 


xk 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Ill. 





Fashion Shorts... 
[CONTINUED FROM PAGE 19] 


with good arch support and a re- 
inforced toe. The demand for low heels 
comes from many quarters and one 
leading last maker considers low heels 
from 17/8 to 14%/8 . . . the leading 
trend for Spring. 

And speaking of comfortable shoes 
and the need for low heel smart look- 
ing shoes, are you remembering a very 
important potential business? We have 
talked about baby shoes recently and 
on several occasions in these pages. 
Now we want to call your attention to 
the number of young mothers having 
their first babies this year and needing 
special advice in finding the right shoes 
which will give them needed *support 
and comfort, without taking away 
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their youthfully smart appearance. 
Fortunately, today, more of such shoes 
are on the market than in any previous 
period. It is your job to have some of 
these shoes on hand and to let your 
young mother trade know that you have 
them. 


Shoe Men Subjects 
Of Cartoon 


CoLtumsus, O.—Herbert Lape, Jr., of 
Julian & Kokenge Co. and Charles 
Shriner of Walker T. Dickerson Co. 
were featured in a cartoon recently in 
the Columbus Dispatch. Mr. Lape and 
Mr. Shriner were pictured as “Helping 
Mr. Weatherman Now,” one of them 
beckoning the sunshine and the other 
shooing off rain clouds. The occasion 
was the golf exhibition to be held the 
following day at Scioto Country Club 


for the benefit of the Army-Navy Relief 
Funds. Mr. Lape was general chair- 
man of the event and Mr. Shriner ticket 
chairman. 


J. L. Wolf 


MILWAUKEE, Wis.—J. L. Wolf, 73, 
operator of a shoe store in Appleton 
since 1892, died recently at his home in 
that city. A native of the Bavarian 
Alps, Mr. Wolf came tc the United 
States with his parents at the age of 
four years. Previous to opening his 
own shoe business in Appleton he 
worked in a shoe factory. 

Mr. Wolf was a member of the St. 
Joseph church, the Catholic Order of 
Foresters and the Benevolent and Pro- 
tective Order of Elks. Survivors in- 
clude his widow, two daughters, three 
sons and a sister. 
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Explains Methods of Posting Price Ceilings 





Merle Fainsod, Director of OPA Retail Trade Division, Advises 
N.S.R.A. of Approved Ways for Shoe Stores to Comply 
With Ruling 


New York.—L. E. Langston, execu- 
tive vice-president of the National 
Shoe Retailers this week released the 
following letter received from Merle 
Fainsod, Director of Retail Trade and 
Services Division, O.P.A., on the sub- 
ject of Posting of price ceilings on 
shoes. 

“Based on our educational surveys, 
we have found that many shoe retail- 
ers, anxious to cooperate fully with 
the Office of Price Administration, have 
lacked information on the methods of 
displaying ceiling prices in their stores. 
We appreciate their interest in this 
important work of showing their cus- 
tomers that shoe prices are not rising. 
The survey has revealed many methods 
of showing ceiling prices in shoe stores, 
and this letter summarizes the most 
satisfactory of these plans. 

“According to Section 13(a) of the 
General Maximum ‘Price Regulation, 
four methods for showing ceiling prices 
on shoes are recognized: 

“1. The maximum price may be 
marked on the pair of shoes. The words 
“our ceiling” or “ceiling price” must 
appear with the maximum price. 

“2. The maximum price may be 
marked on the shelf, rack, or box on 
or in which the shoes are kept. The 
words “our ceiling” or “ceiling price” 
must appear with the maximum price. 

“3. The maximum price may _ be 
posted at the place in the store where 
the shoes are offered for sale. In this 
case the poster is to be headed “ceiling 
prices” or “our ceilings.” The poster 
must clearly identify by brand name or 
stock number, all of the shoes included 
under each ceiling price. The shoes or 
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boxes need not be marked with any 
price if this plan is used. 

“4. Maximum prices on shoes may be 
posted by price lines. In this case the 
posters need only list the ceiling price 
for each price line of shoes in the store. 
The poster is to be headed “ceiling 
prices” or “our ceilings.” The shoes 
included under each price need not be 
identified in any way on the poster. 
However, the shoes or boxes must be 
marked with the actual selling price, 
if this plan is used. 

“The Office of Price Administration 
survey has revealed many satisfactory 
adaptations of the above methods for 
shoe retailers. Few stores have used 
the first two methods, but those stores 
which regularly mark the shoes or the 
boxes with prices, may find it con- 
venient to add the words “ceiling price” 
or “our ceiling price” to the price al- 
ready shown on the shoes or the boxes. 
Many stores have used rubber stamps 
to print the words “ceiling price” above 
or beside the regular price marking. 
Such marking satisfies the require- 
ments outlined in points 1 and 2 above. 

“The posting method has been used 
most frequently in shoe stores, and the 
following examples of full compliance 
are offered: (In every instance the 
posters should be clearly visible from 
the customer’s normal purchasing posi- 
tion in the store. This frequently re- 
quires the use of several similar 
posters.) 

“1. Those stores which sell all regu- 
lar shoes at oné price. The posting re- 
auirements for these outlets are satis- 
fied (so far as regular shoes are con- 

[TURN TO PAGE 33, PLEASE] 
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Harold Connett Named 
Shoe and Leather Chief 


WASHINGTON, D. C.—Harold Connett, 
president of the Surpass Leather Com- 
pany, has been appointed acting chief 
of the Shoe and Leather Section of the 
War Production Board, taking the place 
of Col. Joseph W. Byron who has been 
recalled to active service with the army 
in charge of all Army Exchange Posts 
under General Summervall. 


HAROLD CONNETT 


Mr. Connett has had a long and 
active career in the leather industry. 
In addition to his duties as head of the 
Surpass Leather Company, he was, 
until his resignation a short time ago, 
Chairman of the Board of the Tanners’ 
Council of America. During the first 
World War, he served as an officer with 
the artillery over seas. 





Army Places Another Big Shoe Order 





More Than 2,000,000 Pairs Included in Three Lots, Some 
with Hob-Nailed Soles—Changed Specifications Call 
for New Rubber Heel with Wood Core 


Boston, Mass. — Contracts to manu- 
facture more than 2,000,000 pairs of 
shoes for the United States Army have 
recently been announced at the Boston 
Quartermaster Depot. This total is 
divided into three different lots, the 
largest of which is 1,851,000 pairs of 
Type II service shoes on which specifi- 
cations have been changed to include 
not only the now familiar rubber tap 
on the outersole but also a heel made 
of rubber molded over a core of wood. 
The Army is known to have been ex- 
perimenting with this new heel for 
several weeks and apparently is satis- 
fied with its performance. 

The second lot, totaling 150,000 pairs, 
comprises a type of service shoe the 
sole of which is heavily hob-nailed and 
which, while exact specifications have 
not yet been made public, is similar to 
the familiar field boot issued to mem- 
bers of the A.E.F. during the first 
World War. That a ‘shoe of this type 
would be used, at least in limited 
quantities, was predicted more than 
one and one-half years ago on respon- 
sible authority. Contracts to make this 
lot were divided equally between ‘the 


Cannon Shoe Co. and the Charles A. 
Eaton Co. 

The third lot, consisting of only 7,392 
pairs of non-tariff sized Type I service 
shoes (without the wood-cored rubber 
heel) are being made by Brown Shoe 
Co. 

Approximately 35 percent of the first 
and largest lot (1,851,000 pairs) are to 
be made by two companies—the Inter- 
national Shoe Co., which has received 
a contract covering the manufacture 
of 465,000 pairs, and Brown Shoe Co., 
which will make 180,000 pairs. The 
balance, amounting to 1,206,000 pairs, 
is divided among the following com- 
panies: 

General Shoe Corporation, 112,000; 
Charles A. Eaton Co., 86,000; Weyen- 
berg Shoe Mfg. Co., 84,000; Holland- 
Racine Shoes, Inc., 56,000. Craddock- 
Terry Shoe Corporation, 56,000. A. R. 
Hyde & Sons Co., 51,000. Freeman Shoe 
Corporation, 49,000. Allen-Squire Co., 
47,000. Daly Bros. Shoe Co., 40,000. 
The Hanover Shoe, Inc., 37,000. Al- 
bert H. Weinbrenner Co., 37,000. R. P. 
Hazzard Co., 37,000. Belleville Shoe 
Mfg. Co., 24,000. 

The William Brooks Shoe Co., 28,000. 


John E. Lucey Shoe Co., 28,000. Perry- 
Norvell Co., 25,000. Joseph F. Corcoran 
Shoe Co., 24,000. Sam Smith Shoe Cor- 
poration, 23,000. Leonard & Barrows 
Shoe Co., 21,000. Shelby Shoe Co., 20,- 
000. Hill Bros. Co., 20,000. E. J. 
Givren Shoe Co., Inc., 19,000. Common- 
wealth Shoe- & Leather Co., 19,000. 
Doyle Shoe Co., 19,000. Hubbard Shoe 
Co., 15,000. A. Freedman & Sons, Inc., 
15,000. 

E. E. Taylor Corp., 14,000. John 
Pilling Shoe Co., 12,000. G. P. Crafts 
Co,, 12,000. Gil-Ash Shoe Co., 12,000. 
John A. Frye Shoe Co., 12,000. Farm- 
ington Shoe Mfg. Co., 12,000. Knipe 
Bros. Co., 12,000. Koss Shoe Co., Inc., 
11,000. Conrad Shoe Co., 11,000. Gardi- 
ner Shoe Co., 11,000. Ascutney Shoe 
Corporation, 10,000. J. Landis Shoe 
Co., 10,000. Bedford Shoe Co., 10,000. 
Milwaukee Shoe Co., 10,000. Knapp 
Bros., 10,000. 

Bridgewater Workers Cooperative 
Association, 9000. A. G. Walton & Co., 
9000. Boston Athletic Shoe Co., 7000. 
Jung Shoe Mfg. Co., 5000. A. C. Kreider 
Shoe Mfg. Co., 5000. 


Leather Man in Armed Forces 


ROCHESTER, N. Y.—A. E. Perry, Jr., 
who has been associated with his 
father as leather manufacturer’s rep- 
resentative, with offices in the Cox 
Building, has joined the armed forces 
of the United States and is now at 
Camp Nevin. 





Interesting Window Puts Shoes Among 


e 
New York.—"Shank's Mare, our sensational little shoe 
...» with a flat, flat heel . . . to walk you miles and miles” 
on this |. Miller window. Realistic miniature 
form an appropriate and _interest. 


is the 
models of New York's skyscrapers 


impressive background for the shoes, while the life-sized 
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the Skyscrapers 


model provides contrast and a point of focal interest. 
Observers could pick out the Empire State Building, the 
Chrysler Building, and many other well-known points of 
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For Posting 











a ie slip. 


Actual Size after 1” Top 
(gammed) Folds ever 
Top Edge of Carton. 





Your 
CEILING PRICES 


(also your selling prices) 
for EACH STOCK NUMBER 


on your 


CARTONS 


~*~ * * 


You Thus Maintain a 
Visual and Factual 
Record for Official 
Checking Against 
Wholesale Invoices; 
handy for filing with 


your duplicate sales 


50c per Gross 
$2.50 per 1000 
$6.75 per 3000 
$11.25 per 5000 
Check with Order 
Unless C.O.D. Preferred 
x * * 
MERCHANTS SERVICE DEPT. 


209 S. State Street 
Chicago, Ill. 


x * 











ioe Now that they're 


walking again, 
women want— 


VERY THIN LONG-WEARING 
TUFFIE HEEL LIFTS 


Prevailing conditions are making your women 
customers more keenly conscious of lasting 
quality in rubber heel lifts. 
Lifts (now restricted to black only) are more 
than ever directly profitable—and more than 
ever they help your shoe repair department to 
uphold store reputation 
I-T-S Tuffies and I-T-S Left and Right Rubber 
Heels for men’s shoes conserve rubber by 
longer level wear. 
convex shape, they attach 
firmly and finish neatly. 
Feature I-T’S heels in your 
own shop or specify them 
on your contract work. 


THE ITS 00, 


I-T-S Tuffie Heel 


“for the duration”. 


Because of their concave- 


ELYRIA, OHIO 





Posting Price Ceilings 
[CONTINUED FROM PAGE 31] 


cerned) by posters bearing the follow- 
ing suggested text: ‘CEILING PRICE, 
ALL MEN’S & WOMEN’S SHOES, 
$3.95.’ 

“2. Those stores which sell regular 
shoes at various prices, each price line 
being identified by a brand name, and 
this brand name appearing on each 
pair of shoes. If each pair of shoes 
bears its actual selling price then the 
ceiling price poster will require only 
the following suggested text: ‘OUR 
CEILING PRICES, MEN’S SHOES, 
$4.40, $5.50, $6.60.’ If the price is not 
shown on each pair of shoes, the poster 
should contain a list showing each 
brand name and the ceiling price for 
each brand. A _ suggested poster: 
‘CEILING PRICES ON SHOES, 
Brand A, $4.95; Brand B, $5.95; 
Brand C,. $6.95.’ 

“3. Those stores which sell regular 
shoes at various prices, each price line 
being identified only by stock numbers 
which appear on each pair of shoes. If 
each pair of shoes bears its actual sell- 
ing price, the posting requirements will 
be satisfied simply by indicating each 
of the ceiling prices, without further 
identification, as follows: ‘CEILING 
PRICES, SHOES $3.65, $4.95, $5.95.’ 

“If the selling price is not shown on 
each pair of: shoes, the ceiling price 
poster must bear the stock number 
which appears on each pair of shoes. 
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It is not necessary to indicate each 
stock number separately, but group- 
ings can be devised to reduce the num- 
ber of items listed. The following 
plans are suggested: If the stock num- 
bers are such that all those consisting 
of 4 figures have a certain ceiling, 
those consisting of 5 figures have an- 
other ceiling, etc., the following method 
may be used: ‘OUR CEILING 


PRICES, MEN’S SHOES.’ 


Stock Numbers Ceiling Prices 
10 to 99 

100 to 999 

1000 to 9999 

“If letter combinations are used in 
such a way that all 2-letter codes have 
one ceiling price, 3-letter codes have 
another, etc., the following is sug- 
gested: ‘CEILING PRICES, WO- 
MEN’S SHOES.’ 
Stock Numbers 

AA to ZZ 

AAA to ZZZ 

“If merchandise is coded so that all 
shoes for which stock numbers includ- 
ing the letter A have one ceiling, those 
for which stock numbers including the 
letter B have another ceiling, etc., the 
following plan may be used: ‘OUR 
CEILING PRICES, MEN’S SHOES.’ 
Stock Number Includes Ceiling Prices 


ae Prices 


“The Office of Price Administration 
survey indicated that many dealers us- 


ing the posting methods described 
above failed to give the posters suf- 
ficient prominence in their stores. Price 
ceiling markers were not easily seen 
by customers. The posters were fre- 
quently printed in type too small, or 
placed too far away from the custom- 
er’s usual purchasing position in the 
stores. Some large stores used but 
one poster, when several would be re- 
quired in order to be clearly visible to 
the customers. 

“The purpose of showing ceiling 
prices—to make customers know that 
prices are not rising—cannot be 
achieved unless every customer sees the 
ceiling prices as the purchase is made. 
When ceiling prices are clearly shown 
in his store, the retailer is making an 
important contribution in the war 
again inflation. We know that the 
shoe retailers are anxious to cooperate 
with the Office of Price Administration 
in the important work of maintaining 
and displaying ceiling prices.” 


William S. McKenzie 


CINCINNATI, OHIO—William Stephen 
McKenzie, 71, retired president of the 
Helming-McKenzie Shoe Co., Cincin- 
nati, died recently at his summer home 
at Detroit Lakes, Minn. Mr. McKenzie, 
for many years was a director of the 
National Boot and Shoe Manufactur- 
ers’ Association and was on the board 
of the Brownell Co., Dayton, Ohio. 
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Men's Shoes 


i 
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Golf Shoes 


OE re ee ECP 


BUY WAR SAVINGS BONDS AND STAMPS 


REMOVABLE 
SPIKES 


AT ONCE 
DELIVERY 


* Brown Elk Uppers 
* Color Combinations 
* Goodyear Welt 


3.6 


Style £2165 
Sizes 6-12 
er GOLF SHOES 








a a a a le i i lil 


Slippers 


OF re eer 


IN STOCK 


For Immediate Delivery 
Men's Antiqued Elk Loafer wilh; meng also Women's 
and Children’s Sheep Wool Lined Bootees. All 
Slippers made on a Prewelt Process with Oak 
Leather Soles and Rubber Heels. 


NASHUA SLIPPER COMPANY 
LOWELL, MASS. 




















“Biggest Shoe Value” 


SoutH BENpD, InpD.—Widener’s Shoe 
Store caught the quick attention of the 
passing public, started a pleasant smile 
on each face and gained more attention 
for their attractive window display of 
footwear recently by featuring an 
extra-large giant-foot man’s shoe in the 
center of the space. Four simple words 
on an attractive window card explained 
it all—“The Biggest Shoe Values.” 
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Explains Synthetic Rubber Situation 





Arthur B. Newhall, Rubber Coordinator, Sends Out Explana- 
tory Letter Clarifying Government Action 
in the Program 


WasHINGTON, D. C.—Rubber Coordi- 
nator Arthur B. Newhall has sent out 
the following letter on the synthetic 
rubber situation in response to many 
inquiries about the present status of 
the program: 

“The Government is building plants 
based on a program for the production 
of synthetic rubber as follows: 700,000 
tons per year of Buna S, 60,000 tons 
per year of Butyl, 40,000 tons per year 
of Neoprene. 

“The present program has been fixed 
at this amount, not because we are still 
searching for methods or processes but 
because the amount of raw material re- 
quired to build plants to use any of the 
processes is limited and the amount 
allotted is all that can be spared at this 
time to be taken away from other criti- 
cal needs in the war program. Con- 
fusion arising from the public state- 
ments of different proponents of dif- 
ferent processes has not in the least 
detracted from the general policy of 
going forward with this program to 
completion at the earliest possible mo- 
ment. 

“Buna S, which is a general purpose 
rubber, is made by a chemical combi- 
nation of butadiene and styrene. Buta- 
diene can be made from either alcohol 
or petroleum and many of the ques- 
tions regarding the present program 
arise on account of this fact. 

“Prior to the declaration of war, 
petroleum was chosen as the base mate- 
rial from which to manufacture syn- 
thetic rubber for three reasons: the 


more advanced experimental develop- 
ment of the process in this country; the 
substantially lower cost of production; 
and the apparent lack of increasing de- 
fense demands. 

“After the declaration of war, com- 
parative costs were not important. 
Rubber was essential, and speed was 
the first consideration. Our principal 
crude supply was cut off. An increased 
synthetic program was entered into. 
This program embraced all available 
alcohol which could be released from 
other war needs at that time and as 
more alcohol became available, because 
of domestic wartime measures, the pro- 
portion of alcohol to be used in the pro- 
gram was increased. Thirty per cent 
of the butadiene included in the present 
program is being made from alcohol 
and most of the remainder from petro- 
leum. 

“When you start a new industry 
naturally rapid changes take place. 
This has been particularly true with 
synthetic rubber and important changes 
are still going on. As an illustration, 
at the outset, in spite of its ultimate in- 
creased cost over petroleum, the alcohol 
process required less strategic mate- 
rial for the building of new plants: 
that is, unless you had to go back and 
build a distillery to get the alcohol. Al- 
ready, however, a new and better 
method has been devised in the use of 
petroleum, and today the the amount of 
strategic material, whether we start 
with petroleum or alcohol, is praeti- 
cally on an equal basis.” 





Contest Encourages 


Intelligent Selling 


New York.—Beginning on August 3 
and lasting 13 weeks, Gotham Hosiery 
Company will run a “Girl Behind the 
Counter” contest. Conducted by Pegeen 
Fitzgerald on her “Pegeen Prefers” 
program over WOR on Mondays, Wed- 
nesdays and Fridays at 9:00 A.M., the 
contest is designed to stimulate intel- 
ligent interest in the selection and care 
of their new sheer, fine-gauge rayon 
stockings. Every purchaser of Gotham 
Gold Stripe Futuray rayon stockings 
within WOR’s area is asked to notice 
the way in which the salesgirl helps 
her choose her stockings and the in- 
formation she gives on their care. If 
she is reaily helpful, the customer 
can enter the contest by sending in her 
salescheck with a few words of her own 
on why she nominates the salesgirl for 
efficiency. The best. nominating letter 
receives five dollars in cash or war 
stamps. An equal amount goes to the 
girl behind the counter who inspired the 
winning letter. There are also smaller 


prizes for 49 runners-up among the 
customers and the salesgirls. 

A powerful promotional program to 
make stores conscious of the contest has 
been launched by Gotham Hosiery Com- 
pany. A special wrapping has been 
prepared for every purchase of twce 
pairs of Futuray stockings. On this 
are printed the rules of the “Girl Be- 
hind the Counter” contest and a place 
for the saleswoman’s signature in case 
the customer decides to enter the con- 
test. In addition a “flier” will be ad- 
dressed to salesgirls in each store. This 
contains helpful hints on selling and 
suggestions for the care of rayon stock- 
ings. 


Cloninger Named 
Assistant Manager 


TAMPA, FLa.—Newell Cloninger has 
been advanced to the position of assis- 
tant manager of Chandler’s Boot Shop. 
He succeeds Albert Hoffman, who has 
been appointed te a higher position in 
another unit of the company’s chain. 
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Army Buying Rubber Soles 


Boston, Mass.— The placing of 
orders for 339,642 pairs of whole rubber 
heels, 34,000 pairs of black carbon rub- 
ber half-soles, and 387,293 pairs of 
composition rubber half-soles, all for 
use in Army shoes, has been announced 
at the local Quartermaster Depot. 

Sharing in the contracts received are 
the United States Rubber Co., Hood 
Rubber Co., Holtite Mfg. Co., Hagers- 
town Rubber Co., Monarch Rubber Co., 
Lima Cord Sole and Heel Co., Quabaug 
Rubber Co., Beebe Bros. Rubber Co., 
Alfred Hale Rubber Co., Essex Rubber 
Co., New Jersey Rubber Co., Plymouth 
Rubber Co., Auburn Rubber Corpora- 
tion, O’Sullivan Rubber Co., Dryden 
Rubber Co., and the Goodyear Tire & 
Rubber Co. 

The Barbour Welting Co., has been 
awarded a contract to furnish 5600 feet 
of heavy leather welting. 


Green Fall Catalog 


Boston, Mass.—Eighty juvenile in- 
stock shoe styles are illustrated or de- 
scribed in the new 24-page Fall catalog 
of the Green Shoe Manufacturing Com- 
pany of this city. The well-known 
Stride-Rite line of infants’, children’s, 
misses’ and growing girls’ shoes, in- 
cluding sport and street types, many of 
antiqued leather, accounts for about 
one-half of the styles shown. Also 
shown are the line of long counter cor- 
rective shoes designed to take care of 
the more serious cases of pronation. 
These, in addition to the long inside 
counters, have anatomic heels with one- 
eighth wedge on the inner borders, spe- 
cial insert rubber heel tops, cookie 
innersoles and heavy steel shanks. 
Stride-Rite Correctives and Junior 
Arch Preservers complete the picture. 

The foreword points out that “al- 
though no one can say what the future 
holds, we intend to bend every effort to 
maintain the promptness and accuracy 
of Stride-Rite stock service and to con- 
tinue to deliver Stride-Rite shoes of 
suitable quality in sufficient quantities 
to meet the needs of Stride-Rite 
dealers.” 


George W. Folger 


BrRocKToON, Mass.—George W. Folger, 
for 25 years one of the best-known sales 
representatives of the Barbour Welting 
Company, died recently at the age of 77. 
For the last few years he had been in 
poor health, despite which he carried on 
his business of selling by mail and tele- 
phone. In addition to covering ac- 
counts in this country, he sold also in 
Canada. 

He became associated with the Bar- 
bour Welting Company in 1917, coming 
to this company from the Gardiner- 
Beardsell Company, which formerly 
made leather products for the shoe 
trade. 

He is survived by his widow and two 
daughters. 
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Temperature of Bond Sales Rising 


St. Louis, Mo.—£Edison Brothers Stores officials inspect the July Victory Club Wer 

Bond and Stamp thermometer chart at the end of the firm's first contest period. 

The quota was $35,000; sales were $43,000, or 14 per cent of 1941 merchandise 

sales. Left to right: M. |. Pitcher, A. T. Leimbach and Irving Edison. A total quota 
of $100,000 has been set for the month of July. 





To Make Army Leggings 


Los ANGELES, CALIF.—The Vogue 
Shoe Co., Inc., have set up a new plant 
for the manufacture of Army duck 
leggings. The entire second floor of 
the building is given to this project. 
New machinery, with the plant geared 
to streamline production, is the order 
here. An initial order for 100,000 leg- 
gings has been received, with the plant 
geared up to produce 25,000 pairs a 
month for the first three months, after 
which date the capacity will be doubled. 
Joseph Shapiro, secretary-treasurer of 
The Vogue Shoe Co., is in charge of 
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leggings operations. Seymour Fabrick, 
president of the company, is devoting 
all his time to the production and styl- 
ing of the “Hollywood Skooter” line of 
duty and off-duty shoes for women. 


Earns Naval Commission 


RocHESTER, N. Y.—Charles Winslow 
Smith, whose father, former president 
of the Sherwood Shoe Company, died 
recently, has earned a commission as 
lieutenant, -junior grade, in the United 
States Navy and has gone to Wash- 
ington. 
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BONDS & STAMPS 


BUY NOW 
PAY LATER 


No. 734L Wes. Ox. 1.90 
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ARNOFF SHOE CO., INC 1 Duane St.,N.Y.C 
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BARIS SHOE CO., INC. 
79-81 Reade St., New York ity 




















Change Sales Territories 


St. Louis, Mo.—Matthew Steis of 
Spalsbury-Steis-Deevers Shoe Co., an- 
nounced recently the following readjust- 
ments in the company’s sales terri- 
tories: Norman Canty who formerly 
covered New England is now covering 
Indiana, Michigan, Ohio, Kentucky and 
Western Pennsylvania. John Powers, 
formerly with C. B. Slater, is covering 
New England. 

Mr. Canty has taken the territory 
formerly covered by Conny O’Brien who 
is now in the Army. Glen O’Brien, 
vice-president of Spalsbury-Steis-Deev- 
ers, who covered the big city trade, also 
has entered the armed services. Frank 
Flood covers the Central. West terri- 
tory to Denver, but has recently been 
given the city of Chicago in addition. 
The men will be out on territory with 
their second line very shortly. 
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Western Women Efficient 
War Workers 


New York. — Women on the West 
Coast are doing every kind of war 
work in a calm, business-like way, ac- 
cording to Rhea Nichols, director of 
promotion for the Allied Kid Company, 
just returned from a seven weeks’ trip 
which included New Orleans, Galves- 
ton, Dallas, Austin, Los Angeles, San 
Francisco, Chicago and St. Louis. Miss 
Nichols had unusual opportunities to 
observe women in war work in a large 
West Coast shipbuilding plant and a 
Middle-Western arms plant. On the 
docks, receiving a large convoy of re- 
turning civilians and wounded fighting 
men, she did her share as an active 
member of the American Women’s 
Voluntary Services. 

She saw women in coveralls employed 
in the shipbuilding companies, riding 
cranes to scaffoldings, doing welding 
side by side with men. In the, drafting 
rooms 90 per cent of the employees 
are women. They wear well-tailored 
slacks and suits and like the women in 
coveralls, Miss Nichols reports, they 
choose walking types of shoes, some 
more casual than others, but all with 
a trim, sensible, slim look. Their hair- 
dos . .. whether they wear caps or 
not ... are always soft and feminine. 

Replacing men at the fitting stools, 
they are doing an expert job of fitting 
women customers with all types of 
shoes. It is rather startling, she says, 
to walk into a shoe store and find 
women salesclerks attired in sacks of 
gray flannel or glen plaid or’ checks, 
wearing camel’s hair jackets and low- 
heeled shoes. 


Every woman on the West Coast has 
two jobs. She has a career or is a 
homemaker and, in addition, she works 
in a defense factory in a voluntter 
capacity. She is efficient, trim and 
well-groomed by day; as beguiling as 
ever by night. Entertaining is done 
simply and more informally. This busy 
life calls for a new approach to the 
balancing of shoe stocks. Emphasis 
must be put on comfortable work and 
walking shoes, as well as an adequate 
stock of high-heeled oxfords, clogs, 
sandals and pumps. California casual 
shoes are soft, wearable and so ef- 
ficiently manufactured that they can 
retail at a low price. Green is the out- 
standing accessory color. Skeletonized 
oxfords, clogs and sandals are dressy 
shoe types which predominate. 


Waste Space Increases 


Slipper Sales 


DENVER, CoL.—The women’s shoe de- 
partment of Joslin’s Dry Goods Com- 
pany, here, has found a simple means 
of increasing slipper sales the year 
around through transforming a former 
“waste space” corner at the head of 
the stairs into a small Slipper Bar 
which every customer must pass. 

The new Slipper Bar, a permanent 
feature, is located at the head of stairs 
which lead from the first to the second 
floors of the store, and consists of six 
tiers of shelves four feet long under 
fluorescent lights. Forty-six pairs of 
slippers can be shown here, and the 
majority of the store traffic “sees slip- 
pers first.” 





More Variations on the Wooden Sole 


Reading clockwise, Rg nar ay lower left: A wooden sole with projecting edge 
over which the shoe is lasted. Next to if, is a shoe made on this sole. A wooden 
sole with c groove all around the edge. The upper is tucked into the slot and 
cemented. Next, the newest wooden sole in which flexibility is attained through 
cutting up the forepart into three separate pieces with rounded surfacs. Last, 
the rocker type first made several years ago. Soles from George E. Beicher Co. 
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Shoe Sales Volume 
Remains High 

INDIANAPOLIS, IND. — Compared with 
a year ago, sales volume in both men’s 
and women’s shoes is twenty percent 
higher despite some shortages and lo_s 
of potential buyers through induction 
into the armed forces. 

One of the most surprising things is 
the interest in men’s leisure and sports 
shoes. Even men well along in years 
are buying the more comfortable styles 
in footwear. In fact, sales are away 
beyond early expectations. All promo- 
tional stress is on sport and leisure 
styles of shoes of the better grades, 
according to leading shoe merchants. 

In ladies’ and misses’ shoes there is 
a keen interest in white, white and 
black and white and brown combina- 
tions, for street and dress wear, and 
an increasing call for tan sport models 
as another style for street wear. It is 
estimated that sixty-five percent of 
sales in women’s shoes are white. 
Buckle sandals in red and navy, rope 
sole oxfords in tan and navy, some 
blues and solid reds are having a good 
public response and are being featured 
in all the advertisements. One out- 
standing item is a spectator pump with 
open toe, V-throat and high heel. Per- 
forated shoes are gaining in popularity. 
Women enriched by war industry are 
buying shoes for every occasion re- 
gardless of price, and response to 
special sales and clearances at reduced 
prices is very good, with some early 
promotions of Fall merchandise. 


Adjustable Arch Shoes 


For Men 


RocHEstTer, N. Y. — Following the 
establishment of Fikany Adjustable 
Shoes of America, of which James Fik- 
any, inventor of this type of shoe, is 
the head, manufacture of adjustable 
arch shoes for men has been started, 
with the first of them made at the plant 
of the Stacy Adams Shoe Company, 
Brockton, Mass. 

Meanwhile the manufacture of ad- 
justable arch shoes for women is being 
carried on by the Fikany Shoe Com- 
pany of New York, Inc., at the plant 
of the J. G. Menihan Corporation in 
Rochester, which also has an extensive 
shoe manufacturing business of its own. 

During a brief visit to Rochester Mr. 
Fikany told of the new development 
and said that negotiations are now 
under way seeking to have the shoes 
adovted for military use. 

Mr. Fikany said that Philadelphia 
and Scranton men are interested in the 
new company, with details to be an- 
nounced shortly. He has been in Mas- 
sachusetts for the past two months and 
expects to spend most of his time there 
in the future. 

Dr. Vincent Fischer is now president 
of the Fikany Shoe Company of New 
York, Inc. 
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Bad News for Bass 


Merrill French, well known Wisconsin 
shoe retailer, with a string of bass 
caught in the Litte Trout River neor 
Woodruff, Wis. Mr. French is owner of 
the French Slipper Shops in Wausau and 
Manitowoc, Wis., and Winona, Minn.. 
Urban K. Allen, past president of the 
National Shoe Travelers and Chicago 
Shoe Travelers’ Associations, was his 
fishing partner. 





Merchandising Course Meets 
Labor Shortage Needs 


Sat Lake City, UraAH.—The dapper 
young clerk from the clothing and shoe 
store is now sporting khaki or a blue 
jacket, and there’s little opportunity 
these days to train new replacements 
for store forces entirely within the 
store itself with only store operators 
or old hands as the instructors. But 
this didn’t dismay retail merchants of 
Salt Lake City. They remembered the 
vocational training division of the city 
board of education. An appeal soon 
brought action. Merchandising educa- 
tion is vocational, will leave partici- 
pants with a new knowledge they will 
always have even though they should 
decide to leave the industry after the 
war, the vocational division heads 
a ‘ 
The result: a six weeks’ course in 
merchandising, open to all ages, with 
skilled business procedure instructors 
as class leaders. 

Registrants for the course attend 
classes at West High School, the city’s 
vocational center, each morning. Each 
afternoon they are “farmed” out to 
the various retail stores for work ex- 
perience. At completion of the course, 
steady positions are open to them. 

With this program, said retail mer- 
chants, it is hoped many persons who 
have wanted to help in some way will 
be given instructions to qualify them; 
retailers who had been stumped by the 
inability to obtain experienced clerks 
will now be able to provide the service 
customers have demanded and at a 
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SAFETY SHOES 
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Style 76146 


THE ARNOFF SHOE COMPANY, Inc. 
101 Duane Street New York, N. Y. 
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Innersoles 


TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES. CHICAGO, 223 W. LAKE ST. * BOSTON, 42 UNCOUN ST. 


NNERSOLES COUNTERS VELTING 


minimum of time loss for themselves; 
and customers will receive more nearly 
the service to which they have been 
accustomed. 


Trailer as Traveling Store 


San Francisco, Caut.—O’Connor, 
Moffatt & Co., is planning to equip a 
modern luxury-type trailer as a store- 
in-miniature-on-wheels. This new ven- 
ture is in response to many requests 
received by the store’s shopper service 
from women living in nearby defense 
industry towns who could not get into 
San Francisco for shopping. The new 
trailer will be in the nature of a display 
car for merchandise, orders being filled 
from the main store. 
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SIDE LINE SALESMAN WTD. 


HELP WANTED 


WANTED TO PURCHASE 





|} ANTED: Experienced Children’s Shoe Side- 

line Salesmen for old established line of 
Infants’ and Children’s Shoes. Several good 
territories open, especially Michigan. Address 
#593, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





SALESMEN WANTED 


W ANTED: Salesman, now carrying Line of 

better Women’s Shoes to handle as Sideline 
Nationally Advertised Puff-Teeze House Slip- 
pers. Retail $3. Territories available: Ohio, 
Indiana, Iowa. Address #596, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








FE, XPERIENCED SHOE SALESMEN to rep- 

resent a manufacturer of Boys’, Misses’, 
Growing Girls’ Welts and McKays to retail 
from $2.50 to $4.00. All styles carried in 
stock. Territories open: Texas, Alabama. Ten- 
nessee and Kentucky, Virginia. Only experi- 
enced men wanted. Straight commission. Ad- 
dress #594, care Boot & Shoe Recorder, 100 
East 42nd Street. New York, N. Y. 





POSITION WANTED 


ROVEN, OUTSTANDING SHOEMAN. 

Medium, better grades; buyer, manager, sales- 
man; 39; Class 3-A; Now employed as Manager. 
Address #588, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 











Suede Shoes for Fall 


SAN FRANcISCcO, CAL.~—Shoe stores 
are already featuring suede shoes for 
Fall. Black is the preferred color, with 
brown and wine following closely in 
favor. Suede is also being shown in 
combination with other fabrics and 
trims. Grosgrain, patent, satin and 
plastic dress up the suede, and plastic 
bows to match purse frames are also 
used. Simplicity is the key to all Fall 
modes, with pumps showing a variety 
of open toes and backs, and various 
shaped throats to make them distinc- 
tive. The clog heel is often used for 
ankle strap, open back sandal, while 
the Dutch heel is shown with cross- 
strapped sandals. 


A SSISTANT SHOE BUYER for New York 

office of progressive Southern Department 
Store Chain; Popular priced Women’s, Chil- 
dren’s and Men’s Shoes; experience necessary; 
state full qualifications and salary expected. 
Excellent future. All replies confidential. Ad- 
dress #597, care Boot & Shoe Recorder, 100 
East 42nd Street. New York, N. Y. 





FOR SALE 








BUYERS OF 


MANUFACTURERS—RBETAILERS 
SURPLUS STOCKS 


We buy for cash surplus or complete shoe stocks. 


19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1666 











OR SALE: Fast Growing Family Shoe 
Business, up-to-date, stock, famous brands; 
excellent location; modern front; act quickly: 
owner drafted. WALKER SHOE STORE 
GREENE, NEW YORK. 





LINE WANTED . 








OMEN’S Dress or Play and Casual Linc 

for Pacific Coast; large volume; better 
stores only, to retail $5.95 to $10.75. Address 
#595, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





HOTELS 











Promote Matching Accessories 


CuIcaGo, ILL.—Accessories, including 
shoes, bags, gloves, and belts, that 
match exactly are being promoted by 
Marshall Field & Co. in special displays 
on the main aisle of the first floor. Col- 
lections of these accessories in black, 
brown, green, saddle, and other season- 
able colors, are gathered together with 
the legend reading “Ail Around Match 
—Try a Consistent Scheme through 
your Whole Costume.” 








WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shees such as 
Walk-Over, Florsheim, Euna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, - 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 


IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Thone Barclay 7-7887 New York City 

















SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 

















SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 




















CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphiz, Pa. 
Phone Lomba 2062 











CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
s& Advertisements for this page must be in our New York Office on Friday of the week preceding publication “2 


r word. Minimum 
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Lubeck Named 
District Manager 
Boston, Mass.—The W. L. Douglas 


Shoe Co. announces the appointment of 
Samuel Lubeck as district manager of 


SAMUEL LUBECK 


the New Jersey and Philadelphia areas. 

Mr. Lubeck, who started with the 
Douglas Shoe Co. as assistant manager 
of their Washington store, has been 
with them for six years. He has also 
served as manager of stores in Wash- 
ington and Philadelphia. 


George W. Hall to OPA Post 


SAN FRANctisco, CaL.—George W. 
Hall, controller of The White House, 
has been appointed senior price analyst 
for the local Office of Price Administra- 
tion. 

Mr. Hall has been an executive of 
the White House since 1929, having 
served previously with the Myer Siegel 
Co. stores in Los Angeles, and with The 
Emporium, San Francisco. He is a di- 
rector of the National Retail Dry Goods 
Association Controllers’ Congress. 


Edward Streicher 


San Dreco, Catir.—Edward Streicher, 
71, proprietor of The Streicher Shoe 
Store, died recently in a local hospital 
after a prolonged illness. Burial was 
at the Home of Peace cemetery. Sur- 
viving are his widow, Mrs. Cecelia 
Streicher; two sons, Max and Harry; 
a daughter and four grandchildren, 

Friends recall that Mr. Streicher 
came to this country as an Austrian 
immigrant boy of 11 who went to work 
immediately and kept at it until illness 
forced him to stop. He came here 40 
years ago from St. Louis and Las 
Angeles: A year later he started a 
small general store on lower Fifth Ave., 
and in 1911 he founded the present 
Streicher Shoe Co. 

Civie activities as well as many 
charitable efforts were made possible 
through his unstinting work, until fail- 
ing health forced him to stop some six 
years ago. His two sons, both of whom 
have long been’ identified with the busi- 
ness, will continue its operation. 
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Early Promotion of Fall Shoes 


PHILADELPHIA, Pa.—The larger de- 
partment stores and shoe stores have 
started their Fall drives by featuring 
suedes, patents, kid and combinations. 
There has been a slight pick-up in 
sales. 

One noticeable feature is the many 
novel display signs placed in the win- 
dows to attract attention to the styles. 
Geuting’s has a sign of a pitcher pour- 
ing cream into a cup of coffee, reading: 
“Cream ’N Coffee, Brown ’N White.” 
Blum’s is featuring “Alligator Alliance, 
lasts and lasts. Scarce, Ordinarily 
Costly!” 

Gimbel’s has the outstanding display 
in its Chestnut Street windows. Card- 
board tires are built in ovals, with dif- 
ferent styles and colors looped on each 
tire. Signs read: “Yor Feet Make 
Swell Spare Tires, Keep Them Com- 
fortable. No Tires ... No Gas... Get 
On Your Own Two Feet and Walk!” 
Snakeskin, natural and in colors, suedes, 
brown and colors, all with military 
heels, are featured in the display. 

During June there was a drop of 9 
per cent from May of this year, yet 
there was an increase of 17 per cent 
over June of 1941. With the indexes 
based on daily average sales (1935- 
39 = 100) June’s average reached 122, 
with the unadjusted index reading 145. 
The first six months of 1942 showed an 
increase of 26 per cent over the same 
period of 1941. Shoe stock had a 7 
per cent gain in June and 25 per cent 
gain over June of last year. 


Shoes in the higher brackets are most 
in demand. Women ask for style and 
comfort and the price is usually ac- 
ceptable. 


Fitting the WAAC’s 

Des Mornes, Ilowa—Fitting the more 
than 800 WAAC’s to the proper shoe 
wardrobe was the task accomplished in 
two and a half days by Miss Ethel Clu- 
low, assistant buyer at Younkers, and 
her staff. As the officer candidates as- 
sembled at Fort Des Moines, July 20, 
Miss Clulow, two measurers and four 
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NEWSPAPER, ADVERLTISING 


—If you advertise in newspapers 
este Gada fer WOn pumete of 
1. Sterling Shoe Mat Service 


A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art Mm 3 for direct mail and news- 
paper advertising. 


. Vincent Edwards Idea Clip- 
ping Service 
Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
leave the selection to our advertising 
staff. 


. Learn Advertising at Home 
Advertising is an interesting study and 
prepores you to write more effective 
letters; to acquire a larger vocabu- 
lary; to comprehend the sales ond 
merchandising problems of a business, 
and to be definitely in a position to 
recommend business development 
ideas. 


. 
VINCENT EDWARDS & CO. 


World's largest advertising service 
342 Madison Avenue, New York City 
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fitters were waiting to fit each member 
to two pairs of shoes, one pair of bar 
racks shoes, one pair of exercise shoes 
and one pair of galoshes. There were 
96 sizes to select from. 

The time allotted for the measuring 
of each person was three minutes, Miss 
Clulow reports, and the entire fitting 
process went on schedule, with a squad 
of service girls assisting the fitters. 

The shoes are brown 6-eyelet oxfords 
with a 16/8 inch military heel. The 
barracks shoes are soft house shoes of 
wine-colored leather. For exercise the 
WAAC’s will have tennis oxfords, and 
for wet and cold weather, galoshes. 

Rating this fitting project as one of 
her most interesting shoe selling experi- 
ences, Miss Clulow noted that the 
women were cognizant of what they 
were going into and interested in being 
fitted for comfort. 
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“LONGER WEAR 
with 
PROPER CARE" 
increase your 
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GOOD WILL by TO ADVERTISERS IN THIS ISSUE 
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BARIS SHOE COMPANY, New York City Sees Hi 
BARSH & CEASAR, Philadelphia, Pa. ... ieee ee Ae ae a as ee 


and you will be amazed at the CAMITTA SHOE COMPANY, Philadelphia, Po. ...........-.-.. 065-555. see 38 
large number of repeat calls you 
will receive for this QUALITY DOUGLAS, W. L., SHOE CO., Brockton, Moss. ............--5-.ececeeeeeeeseeess 34 
leather preservative. A FREE 


regular size container of KIWI . 
and full particulars incl ding GALLUN, A. F., & SONS CORP., Milwaukee, Wis. . : did 6 


d he “KIWI SILENT 
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LYONS & COMPANY 
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Dates to Remember 


Annual Outing, Greater Buffalo 
pon Pest Wikiemame NT I. T. S. CO., THE, Elyria, O. ...... 
August 19, 1942 


Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, * 
Hotel Morrison, Chi . Til. KIRSCH-BLACHER CO., INC., New York City . 

August 24, 25, 1942 

—— Shoe Show, Michigan 
Shoe Travelers’ Association, ; 
Hotel Statler, Detroit, Mich. LYONS & COMPANY, New York City 

September 14, 15, 1942 | WistaWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. . 

a Opening of American 
Leathers for Spring, 1943, by ; ll. Mass. 
Tanners’ Council of America, NASHUA SLIPPER CO., Lowell, Mass 


and N. S. R. A. Style Confer- 
ence, Weldeetdetertn. Masel, ROBERTS-HART, INC., Keene, N. H. : eon pean 36 


New York. 


HUBSCHMAN, E., & SONS, INC., Philadelphia, Po. ........... 


HUNT-RANKIN LEATHER CO., Boston, Mass. .............. 


KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 


KISTLER LEATHER COMPANY, Boston, Mass. 


September 16, 17, 1942 RUBIN, IRVIN, New York City ......... ited. ae 


National Shoe Fair, Hotel Stevens, . 23 
Chicago, Illinois. SCHOLL MFG. CO., INC., Chicago, Ill. ...... % ‘ 
November 2, 3, 4, 5,1942 


Michigan Annual Shoe Fair, De- 


troit, Michigan. aR eee ee om 
: ovember 8, 9, 10, 1942 TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. .. 


TRIMFOOT COMPANY, Farmington, Mo. ..... -. 2.66 cc eee cece eceeeee WO 





UNITED LAST COMPANY, Boston, Mass. ......... Sr BSS cies se u% 4 
Observe 50th Anniversary 


Tacoma, WasH. — Headquarters in 
Tacoma for a number of years for 
many famous lines of shoes and hosiery, 
Rhodes Brothers celebrated a _half- 
century in business recently with a VINCENT EDWARDS & CO., New York City Mesa ec eta dads : 39 
Golden Jubilee of Progress which 
brought large crowds to the store. VITALITY SHOE COMPANY, St. Louis, Mo. ._.. pe? ! 


UNITED SHOE MACHINERY CORP., Boston, Mass. .... cece es a. 24, 25, 3rd Cover 


UNITED STATES RUBBER CO., INC., New York City ....................... Front Cover 





/ 


40 ‘ Boot and Shore Resorder 





10,000 STEPS A DAY! 


That’s a lot of walking but most housewives take at least 
that many steps each day. And with each step millions of 
women are enjoying the extra comforts and advantages 
of shoes made with CELASTIC. By conforming to the 
toe lines of each pair of lasts and by maintaining this 
lasted contour, CELASTIC preserves the design of the 
maker when Matched Pairs go into Action. 





This popular shoe type, made with 
CELASTIC, brings assurance to maker, 
merchant and wearer that there will be 
toe comfort during the entire time the 
shoe is worn. Because, doubler, box toe 
and lining are fused together into a light 
but strong structural unit, linings stay 
smooth — toes stay comfortable. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 























